BOOT and SHOE 
RECORDER 


with which is combined 
Division of United 


Voi. XCVII 


Great 
National 
Shoe 
Weekly 


THE SHOE RETAILER 


Business Publishers, Inc. 


August 2, 1930 








Be Sure You're Ahead 


A breath of sanity 
has swept into the trade as if it were the cool breeze of 
a summer day. 
make their selling plans before they do their buying. 
They are beginning to see that there is no profit in buy- 
ing a run of 260 sizes of a freak color, in the hope that 
by so doing they will make a few dozen women in the 
town dizzy with delight. 

One of our merchant editors who studies our book in 
our behalf so that we will have therein copy that rings 
the cash register, writes as follows: 


Shoe men everywhere are beginning to 


“The thing I want to spur you on to do is to tell your 
readers, and after all they are your customers, that no 
one man can sing a duet. In other words, stop trying 
to do the impossible. We have got to make the shoe 
store profitable, and the only way to do it is ‘with the 
head.’ 

“First the merchant has to know what the woman 
is going to want. Then he has to have it to sell. Up 
to now this has been a nice, sweet, easy business be- 
cause most of the women could be persuaded that 
what you had was what they wanted, but we are deal- 
ing with a far more intelligent woman—one who 
knows her colors and her clothes, one who is willing 
to pay the price for what she wants, but who has been 
able to get it at a price that has had no profit in it for 
the merchant.” , 


It isn’t going to be possible in the new economic scheme 
of things to give her the unusual blends of color at the 
new range of prices. No merchant can afford to carry 
such a stock for the wants of so few customers. The 
first woman who comes in in the morning asks for blue— 
plum blue, and there sits the merchant with browns all 
over his shelf. The next woman who comes in wants 
gooseberry blue, and so it goes. After he has had a 
number of these calls he notices that his stock is made 
up mainly of browns, black, patent leather and the like, 
and he goes into the back of the store and ponders 
whether he will quit that day or wait until the next. He 
doesn’t do the right thing, but hangs on and buys some 
more of what he has got. He is convinced that he is 
right and the customer is wrong. Too many shoe shops 
in this country are filled with dead wood of what they 
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think is right, and not what the public wants. There is 
a place for a blue, but it must be a straddle-blue, a com- 
promise in color. The customer who wants an exact 
match need not go without shoes as long as some fac- 
tories make specials and others make custom pairs. Find 
out what is right and then go ahead. 

Let’s the letter. He writes: 


continue merchant's 


“You have no idea how I prize a sentence in the shape 
of a motto that has a prominent place in my office. It 
came as a flash from my father one day when he got 
terribly excited over something. I am going to give 
you the words that are on this sign so you can use it 
for the next editorial in your paper, and if you don’t, 
you’re crazy. The old adage is, ‘Be sure you are right, 
then go ahead.’ That is what my father started to 
say one day when he was certainly in a temper, but 
what he actually said was ‘Be sure you’re ahead, 
then go right.’ ” 


What a spark of wisdom is in that transposed motto! 
Be sure you’re ahead. We thank you. Al Ruby, for 


that contribution to right thinking. 


Tink it out for yourself 


and apply it in your own community as to what women 


and men will wear this fall. Get the best possible advice 
from your local dress and suit houses as to actual pur- 
chases made. Read and re- 
read what Madame Hamilton Jeffries writes. She is 
even at this writing on board ship to Paris to get at 
She wants 


Study all the style sources. 


the primary sources of fashion information. 
fashion facts that are ahead of their “use.” You, too, 
can get fashion facts from a dozen sources that have a 
play on your stock six weeks ahead. Be sure you're 
ahead by using your head. So many merchants get into 
the stream of style after it is so well established that it 


actually is on the wane. 


JOHEZO fle deren 


Editor 





Vogue of B 


‘ 


Brown, Black and Gunmetal to Cover 
Volume Demand in Women’s Rubber 


Footwear for Coming Season, Accord- 


ing to Present Indications 


August buying 
of overshoes this season is perhaps 
easier with regard to color and 
type than it has been for the last 
four or five years. The importance 
of brown and the greater percent- 
age of black helps to solve the color 
problem for the merchandise man. 
Style acceptance of high and ox- 
ford boots is a matter of geog- 
raphy, and the buying of a line of 
overshoes can be just as safely sea- 
soned as the buying of a line of 
leather footwear. 

Shoe men have found that cer- 
tain parts qf the country demand 
fleece-lined rubber footwear. Cot- 
ton-net and rayon weaves are accepted in certain parts of the country. 

It is ill-advised merchandising to run a gamut in greens, wines and 
other high colors because this season women will match their footwear to 
their furs, hats and pocketbooks. As 65 per cent of the first cuttings of 
coats were either black or trimmed with black fur, it is reasonable to 
expect that the dark gunmetal overshoe will be a fair complement. 

As Prado brown, the darker shade on the color card, is the volume color 
for shoes and accessories, it is again reasonab'e to expect that brown will 
creep up in volume. Hence the retailer, by buying a deep brown overshoe 
or a lighter brown that harmonizes with the dark brown, and by stocking 
his regular black and gunmetal, has covered the color field as much as he 
may safely do. 

Patterns and linings, also heels, are an individual problem which the 
merchant must watch very carefully in the buying of fall footwear. Fit-all 
lasts and high-low heels, the ankle height of the overshoe and the measure- 
ments of the ankle are all problems for the rubber industry. 

The assurance that all retail buyers seem to feel thus brings the over- 
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Illustrated at the top of this page 

is a medium brown rubber in two 

or one-toned styling, featuring high 
throat and overlays 


In the middle a Prado brown lizard 

overshoe with decorative collar and 

hammered silver fastener clasp. 

Modernistic toe cap and serrated 

accent on the counterline fashions 
this dressy model 


Below, a swanky boot with low 

side clasp and continental heel. 

This boot is especially promoted 
for driving and sportswear 
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Boor AN 
combinit 


implifies Overshoe 


Fashion Decrees That Overshoe Must 
Match Furs, Hats and Pocketbooks and 
Black or Black Trimmed Coats Predom- 


inate in the Early Showings 


The drawing at the top shows a 

plain gunmetal overshoe,  fiat- 

heeled type, suitable for the young 

miss or the older woman who wears 

the flat heeled comfort type foot- 
wear 


Middle, a medium brown service 

boot, turned back cuff. The rub- 

ber roller pictures an_ indefinite 

pique finish which is suitable for 
all types of costumes 


Below, at the left, a Prado brown 
oxford with ankle decoration, tai- 
lored buckle. Several heights of 
heel shown in this model. At the 
right, regulation overshoe in me- 
dium brown tone featuring the 
concealed fastener and new type 
heel 


Problem 


shoe pieture down to black, deep 
gunmetal and a very dark shade of 
brown. There is, however, a rich, 
warm brown being featured by the 
leading rubber houses which strad 
dles all the garmentry browns and 
will sell in volume lines. 

Because of the town shoe being 
styled in lower heels of box and 
cuban contours, it is well for the 
overshoe salesman to check on the 
shoes he is selling for Fall. Many 
shoe lines are carrying town shoes 
from 15/8s and down. (Of course, 
there is the afternoon shoe to be 
considered, but this season, above 
all others, a serious study should be 


made of the heels bought and the 


types anticipated in various sections of the country. 


A clever merchandising idea 

on rubber footwear was tried during late September last vear by a 

Michigan merchant whose every pair of street shoes in the window had 

its companion display, either of footholds or rubbers. In fact, for each 
one of these units he used only one price card. One of these read: 
“Oxfords—durable and styleful—$8.50. With footholds to 

protect the soles on rainy days—$9.25.” 

There was no suggestion that the footholds might be sold separately, 

which was good psychology, as it forced the woman to consider them as 

a unit, and yet did not prevent the woman who did not need shoes from 





entering to make a separate purchase of footholds. This was not a com- 
bination offer in the sense that there was the slightest price reduction on 
The shoes sold regularly for $8.50, footholds for 75 cents. 


[TURN TO PAGE 68, PLEASE] 


either item. 
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By CLARENCE 


@.. of the most astonishing 
transitions that the world has ever experienced in retail 
distribution is taking place now, right here in these 
United States and, despite the protentousness of the 
movement, we are only now becoming conscious of it. 
But already the movement is so definite that economists 
and executives are hastening to appraise it. 

The scenes of retailing are shifting, and as they shift 
they change the character of retailing, and this affects 
the whole general scheme of distribution. 

The underlying cause is the general exodus of our 
younger people from the cities to the suburbs. Youth 
demands freedom, room, fresh air, sunshine and favor- 
able conditions for the rearing of children. It resents 
and rebels at being sandwiched in, filing cabinet fashion, 
in the cramped, crowded living quarters of our great 
cities. What we have known about the community loca- 
tion of people of forty-five and under—that is, what 
we have known in a haphazard sort of way—the figures 
for the new census are telling us very definitely and that 
is, it is the people of forty-five and under who are re- 
sponsible for the tremendous suburban growth. 

We have long known that it is people of fifty and 
under who give business its 
volume. We have also known 
for years that, paradoxical as 
it may sound, the people of 
the United States are at one 
and the same time the most 
liberal spenders and the lazi- 
est buyers. That is why we 
have seen such a scramble on 
the part of retailers to get 
store locations “where people 
pass,’ and why store arrange- 
ment has been so scientifically 
developed to make all depart- 
ments accessible and all mer- 
chandise immediately avail- 
able. 

But now we are faced with 
a new problem. Being where 
people pass isn’t enough. Buy- 
ing is not as casual as it was 
even a few years ago. Social 
and economic urge inspire 
more and more a definiteness 
of purpose for all our waking 
hours. The habit of “drop- 
ping in” to buy a pair of shoes 
is passing: the plan of very 














The Shift to the Suburb 


E BOSWORTH 


definitely going to a store for footwear is upon us. 

More than that, most footwear is passing from the 
classification of “shopping goods” to “convenience 
goods.” The reason for it is the same reason that has 
placed so many other items in the same classification, 
that is, standardization. It is because of this standard- 
ization that the average motorist often remarks that 
one automobile in any given price class is as good a; 
another. If it has become true of so important an item 
as a motor car, how much more true must it be of such 


merchandise as footwear. 


As the next ten, twenty, 
fifty people you meet (if you are in one of our largu 
cities) and you'll find that, whereas they once h 
closely to a given make of footwear and bought it 
a given store, they now buy “where it is more coi 
venient.” And the reason is, the consumer believes 
that one shoe at a price is pretty much like any othe: 
shoe at the same price. Little differences that influ 
ence the owner of normal feet and normal style prefe: 
ences are not sufficient to cause him or her to go to 
any great effort to secure 
the particular footwear fi 
which the intending purchaser 
may have a quasi-preferenc: 

Manufacturers and retailers 
alike may take exception to 
this declaration, but it is true 
nevertheless. Why, then, 
should we kid ourselves 1} 
cause of pride of manufacture 
or pride of proprietorship ’ 
Both are all right, but, like 
love in marriage, you cant 
live on them. There’s always 
the dominating matter of 
money. And if you 
money, you’ve got to get it 
from the people who spend it. 
Under today’s scheme oi 
things, to get it from them, 
you must go where they are. 
I'll prove that statement, too. 

As late as 1925, chain stores 
were regarded as an wholly 
urban proposition. I refer 
now to the great chains, suc) 


want 
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| as grocery stores, drug store-, 
MN the 5 cents to $1 chains—ye-, 
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Opportunity beckons to alert 


shoe merchants as prosperous folk 


forsake congested areas for suburban community life 


ail even the cigar store chains. 
pened. 


Then something hap- 
Chain executives have little regard for senti- 
ment or tradition and they put little faith in unsupported 
beliefs. They measured the market and found that 
youth gives business its volume. Almost immediately 
they soft-pedaled city-center expansion and undertook 
a plan of vigorous suburban expansion. By 1927 this 
new plan, which is giving them greater volume than 
any class of retailers has ever known before, 
full swing. 


was in 


Setween 1927 and 1930, cigar chain expansion in cities 
increased 113 per cent as against an expansion of 360 
per cent in the suburbs. Drug chain expansion in cities 
was limited entirely to the suburbs, where it was 9 per 
cent, as compared with an urban decrease of 8 per cent. 
Certainly units of the cigar chains appear, upon first 
thought, to be downtown propositions, no matter where 
the population chooses to reside—but experience shows 
that they only appear to be downtown propositions. 


The chains were, as 


said before, first to appreciate the value of concentrat- 
ing upon the age groups which give business its volume. 
And in addition to this age selectivity, which give the 
suburban markets their exceptional value, is the actual 
numerical growth which has taken place. Still limiting 
our consideration of this phenomenon in the matter of 
shifting markets in and around our cities with popula- 
tions of 100,000 or more, we find that the urban gain 
in population between 1927 and 1930 was 10 per cent 
as compared with a suburban gain of 25 per cent. Trade 
follows the flag surely, but just as surely trade follows 
the family! 

This is especially true of such personal merchandise 
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that we find shoe 


wonder 


and it is little 
retailers adjusting themselves to the 


as footwear, 
situation. The 
urban gain in retail outlets for footwear was only 29 
but the 
There’s a qualification 


per cent during the three years under study, 
suburban gain was 121 per cent. 
that 
down of retail outlets, 


of this statement appears from a further break 


however, which must be injected 
foot- 


wear exclusively have not yet waked up to present con- 


even though it shows that merchants who retail 


ditions. Ixclusive shoe stores increased 14 per cent 


in these cities as against only 2 per cent in the suburbs. 
No wonder the volume of footwear business which is 
passing to department stores and their suburban branches 
retailers a lot of 


is causing exclusive footwear worry. 


&.. how contemporaries 
Auto dealers increased their 
stores only 7 per cent in the city as against 110 per cent 


have met the situation. 


in the suburbs. Men's clothing dealers decreased their 


number of stores 16 per cent in cities but increased 


them 18 per cent in the suburbs. Women’s wear shops 
and gained 35 per cent 
that 
every footwear retailer in America sit up and take notice. 
Now get this 
15 per cent gain in cities but their numerical expansion 


decreased 18 per cent in cities 


in the suburbs. There’s something should make 


one: department stores showed only a 


in the suburbs was 119 per cent. The alacrity with 
which established stores in this class have employed the 
defensive measure of establishing branches in the sub- 
urbs is especially significant. 

Consumer convenience is the controlling factor. Ac- 
cessibility is the In Philadelphia, 
for example, the concentration of the moneyed people 

[TURN TO PAGE 58, PLEASE] 


first consideration. 


A combination of medium tan and brown calf 

for Fall to take the place of the black and 

white or brown and white worn during the 
Summer 


Brown calf, in Norwegian grain, with wing 

tip and soft toe. Heavy leather sole and heel 

for Fall spectator sports or as a golf shoe 
with spikes 


Brown suede or buck in combination with 

calf of the.same color. For the clubhouse 

veranda after the game or for wear in the 
gallery with flannels or woolen knickers 


The heavy moccasin types loom large for Fall. 

Some of them are of genuine moccasin con- 

struction—others are welts with moccasin 

vamps. This one comes in a watertight 
leather 


Sell the Fall Golf 


Golf is fighting it out with baseball for the 

title—“King of American Sports.” Having won 

three major championships in one season, Bobby 

Jones goes into the National Amateur next month 

a greater hero than Babe Ruth ever was. And 
the sale of golf shoes goes merrily on. 


The increasing habit 
displayed by men of buying footwear when they need 
it, of paying more attention to the weather than to the 
calendar, while it shatters some of the dearest and 
oldest traditions of the shoe industry, nevertheless js 
being translated into extra pair sales by alert shoe mer- 
chants in all parts of the country. 

And one of the ways of doing it is the sale of heavier 
weight golf footwear to enthusiasts who continue to 
play even though the course is soggy with autumn rain, 
or the air nippy with the first frost. 

It is true that many golfers prefer this heavy type of 
shoe for play throughout the Summer, but the vast 
majority do not, and can be sold an extra pair after 
Labor Day if the appeal is right. This appeal, inci 
dentally, is a double-barrelled one, including utility and 
style. 

Heavier weight shoes are uniformly more nearly water 
tight than light weight footwear. Many of the golf 
shoes made these days, in fact, embrace features which 
are purposely designed to keep out the water—and this 
in addition to the treated leather of which the uppers 
are made. 

The style angle will be found in the fact that white 
and natural colored linen knickers, as well as flannel 
trousers, disappear from the golf course as soon as a 
chill hits the air. Woolen knickers appear in their stead 
Sport sweaters are put on over sport shirts and the old 
footwear no longer fits into the scheme of things. Thes« 
wool knickers, moreover, many of them at least, are of 
patterned fabric, making them even heavier in appearanice 
than they actually are. 


A Il this means shoes 


must change. The brown and white combinations, or 
black and white, or even the all-over light tans which 
go so well with linen knickers, are not in keeping with 
heavier weight clothing which demands darker colors 


and more appearance of weight. 

Chocolate browns are good, as are deep tans in com- 
bination with brown and all-over medium browns with 
wing tips and other forms of ornamentation. Some of 
these types are suggested in the illustrations accompany- 
ing this article. Others, not pictured, are equally 
obvious. 
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Enthusiast a New Pair 


Cool and Wet Weather of Autumn Gives Logical 


Reason for Sales of Heavier Types 


By OWEN A. THOMAS 


Associate Editor, Boor anp SHOE RECORDER 


I. may be objected 


by some that men are not keen enough on their golf 
attire to buy two pairs a year. The only possible answer 
to such an objector is that he has no conception of the 
extent to which the play-life of some 6,000,000 men in 
this country is dominated by this game which originated 
in a Scotch pasture. And not only their play-life but 
their clothing, as well. 

Americans have long been known as a nation of hero 
We not only desire to imitate the actions 
of men we admire but more or less consciously strive to 
ape their appearance as well. Golf is fighting it out 
with baseball for the title “King of American Sports.” 
And of the two, it is obvious, in the clothing and foot- 
wear business at least, that golf will win out. 
are in this country about 100 professionals who play 
superlatively well, and an equal number of amateurs. 
Scan their pictures as they appear in the daily newspapers 
and see if you can find one who is not well dressed— 


worshippers. 


‘There 


who does not serve as a model for some duffer to ape. 
Bobby Jones, well on his way to be the best of them all, 


is invariably garbed in the best of taste and, moreover, 
suits his golf costume to the weather. 

The size of the galleries which follow these players, 
the amount of space devoted to their game in the news- 
papers and magazines, the crowds which haunt the Tom 
Thumb courses and, more significant even than these 
diminutive courses, the rapid growth of the so-called 
“driving ranges,” where a bucket of balls may be rented 
for a quarter and the victim drive as far or as badly as he 
wants to; and the increase in the number of public 
courses—all these are proof positive that the golf shoe 


business has not even had its surface scratched. 


There is also the 
spectator sport type of footwear to be taken into con- 
sideration. This, too, should change with the change 
in the weather. Grained leathers in all over patterns 
go better with the tweed fall sport suits than with the 
light flannels of summer, just as in the player type of 


[TURN TO PAGE 70, PLEASE] 


Bobby Jones being presented with the National Open Golf Championship trophy by Findlay Douglas, 
president of the United States Golf Association, after his sensational victory at Interlachen 
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At Retail, Progressing 


HE retail shoe business has been as good as 

expected—maypbe a little bit better. The retail shoe 
business has enjoyed, perhaps, a better seven months 
in 1930 at retail than most any other retail business. 
The only explanation is, people have returned to funda- 
mentals. They have returned to an appreciation of 
shoes. Shoes become a symbol and outward expression 
in dress of a summer sports season. It would have 
been pretty lean pickings at retail if the old blacks and 
browns, and heavy colors were the only things to wear 
in this “economic period.” 

Weather has helped a lot. The mood of people to 
show through simple costume the true spirit of the 
summer season has helped greatly. Certainly more 
men’s sport shoes have been sold this year and more 
women’s white shoes than in many years. 

A complete summer run of low heeled types of 
sport shoes has made new business possible in every 
store. Just as it is true that the shoe business shows no 
great burst of prosperity in 1929, so it is true that at 
retail the shoe business has shown no great depths of 
depression. Merchants have sold the goods on their 
shelves at sharp clearance prices, and their stocks are in 
cleaner condition. They have sold new goods at regular 
prices, because the public has wanted the goods. 


& 4 4 


Bill Dollar Goes Fundamental 


ILL DOLLAR has had a wild time of it. He has 
been dancing to a jazz tune so long that he wants 

a change. The Dollar Bill first tried to show its front 
in the purchase and possession of fancy, high-priced 
automobiles ; but now it learns that it can get the same 
thrill and even prestige in buying straight and cheap 
transportation. The older Dollar Bill tried to listen all 


night to the radio and now is tired of it. He tunes in 
only when interested. The Dollar Bill’s former hig 
shots are now small time. 

The Dollar tried whoopee, sex and the ticker and went 
into partnership with old man Time to anticipate every- 
thing with jazz speed. 
got mad and threw a fit in the Stock Exchange. Billions 


Then suddenly, dizzy Dolla 


of old Dollar symbols have slipped off the stock boa: 
In no time at all, the symbols fell off stocks of mercha: 
dise as well. 

So here we are after a clearance season that 
moved much merchandise. By the first of Septembe: 
retail stocks in all lines will be at their lowest possil)| 
point. The customers have been able to get the bi 
gest value in years. In a period of rising prices, capit 
wins, merchandise wins and the consumer gets less 
goods per dollar. Ina period of falling prices, cap 
loses, merchandise declines and the customer gets n 
for the dollar. 

What we need now is a study of what will hap; 
in time of price revival. One industry may lag in t 
new spirited inter-industry competition for the cus- 
tomer’s favor. We cannot afford to have the sh 
industry out of time and tune with the up-swing wl 
it comes. When prices go down, the retailer suffers 
first—then the producer and wholesaler. On the 
up, the retailer benefits first—then the producer « 
wholesaler. 

A new equilibrium is expected in September. 1] 
Dollar will steady to a new buying level and we will se: 
an old-fashioned Dollar, doing an old-fashioned jo) 


ey 4 tr 


A Problem of Pumps 


HEN business falls off somewhat,” writes one 
of our subscribers, “the merchant usually looks 
around to see where he can cut corners. There is one 
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thing he often overlooks and that is to check up on his 
business and find out the reason why some of his old 
customers come to his store no longer. 

“In our business we noticed particularly that during 
the last six months some of our best customers had 
been conspicuous by their absence. We decided to make 
a check and discover the real reason and our inquiry 
disclosed the following: Seventy-five per cent of the 
lost customers went elsewhere because of shoes, particu- 
larly pumps, causing blisters and bumps on the heels of 
women’s feet as well as cuts and bruises on the insteps. 
It seems that manufacturers should get together on this 
and strive diligently toward remedying this trouble.” 

The problem of which this REcorpER reader writes 
so frankly has doubtless been aggravated during the 
past vear because of the extraordinary popularity of 
pumps. It has been a common experience in shoe stores 
to have women who had previously thought they could 
not wear pumps insist upon them for reasons of style 
and style alone. But style doesn’t cause a pump to fit a 
foot when nature ordained otherwise, and while there 
has been marked improvement in pump lasts and pat- 
terns, it still remains for the salesman to use his tact 
and diplomacy in leading some customers to consider 
other types of shoes, such as a strap or a tie when it 
is obvious that a pump will cause discomfort or dis- 
satisfaction. ; 

Pumps also call for great care in fitting and a sub- 
stitution that might serve in another case is likely to 
prove the cause of no end of trouble. Merchants who 
have experienced difficulty similar to that complained 
of in this letter should first 


“strive diligently toward remedying this trouble.” It 
is a subject well worth serious and scientific study on 
the part of the industry and might well be taken up by 
the shoe manufacturers of the United States through 
their national association. 


ie 


New Phone Book Customers 


THOUGHTFUL merchant noticed in his local 
newspaper a statement from the telephone company 
that 1680 new phones had been installed in a certain 
length of time. The merchant began to think about 
those phones. Happening to know the manager of the 
local company he called up and asked how many of the 
new phones had been installed in homes. The answer 
came back quicklv—‘“lifteen hundred and twelve.” 
A lot of people putting in phones, or else a lot of 
new homes. That meant more chances to get business. 
He asked if it might be possible to get the names of 
the new phone owners. No, it was against rules but 
the new phone book would be out in a little while. 
Get that book and check against the old one. That 
would give the merchant what he wanted. Too much 
trouble? Not for a mati who sets his head to do a 
thing. Besides that his mailing list was in need of 
correction. Soa clerk was set to the task and in a few 
months an entire new lot of names were in the mer 
chant’s keeping. The result was worth the effort. 
The phone book was carefully checked over and all 
changes noted. All new 


ones were given a separate 








check up most carefully on 
the fitting in their stores. 
Then they should take the 
yroblem up with their manu- 


Ask Me Another 


column. Removals and 
changes of address were 


noted. The new list was 


facturers. The latter should 
be willing to cooperate and, 
as this writer suggests, 











—Will prosperity return again soon? 

—Just what do you mean by Pros- 
perity. Prosperity is a_ relative 
term. 

—I mean, Prosperity as we had it in 
1929? 

—Forget 1929. Let us make compari- 
sons with 1927 and 1928. 

—What does that show? 

—It shows that even at the present 
pace of business our National con- 
sumption of necessities and iux- 
uries is enormous—way ahead of 
previous normal periods. 

—Will we be able to make money 
again in the retail shoe business? 

—Plenty of merchants ure making 
money today. It’s the inefficient 
who are suffering. Business is no 
longer to be classed as an amateur 
affair. It’s a professional contest 
from start to finish. 


te 


President. 


almost 100 per cent good. 
What a small thing may 


lead to constructive action 
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| Tell Customers About Leather 


Its Fascinating Story to Be Recounted to Recorder Readers 


in a Series of Weekly Articles of Which This Is the First 


Vv 


Leather is the principal 
material in the 350,000,000 odd pairs of shoes fitted to 
120,000,000 pairs of feet in this country each year. As 
such it has much to do with the satisfaction that indi- 
viduals in this vast and growing army of shoe buyers 
gain from their purchases. : 

Fit, workmanship, style—all must be right if cus- 
tomers are to go out of the store convinced that they 
have purchased what they want at a fair price. But 
beyond that the leather in the shoes should lend itself to 
comfort, to the enhancement of style, to the type of 
workmanship suited to the grade of shoe. Most impor- 
tant, the leather determines the kind of satisfaction the 
shoe is to give. 

Shoe store service must go beyond selling trade mark 
and price. Granted that both of these are important— 
nearly every store have both to offer. The stores that 
are to increase their business must sell the skill of the 
manufacturer in selecting materials behind the trade mark 
and the economy behind the price because of excellent 
quality. The salesman who can do this intelligently wins 
confidence—and inevitably more customers. Knowledge 
of leather is a most important essential. 

A prominent shoe retailer says: “When a cu tomer 
comes to our store he has a pretty good idea of what 
For our part, we must know exactly what 
we are selling. The retail salesman who is to keep pace 
with this advance must make it his special business to 
keep far enough ahead of the customer to be able to talk 
and advise with author 


he is after. 


ity. Increased business 
results from a_ higher 
grade of service offered 
the customer. This mat- 
ter of a knowledge of 
the materials in shoes is 
one of the most impor- 
tant features of store 
service.” 

Greatest success will 
come to those who sell 
the materials in their 
shoes in terms of com- 
fort, style, durability, fit 
and workmanship. Be- 
cause leather is the 


A shoe broken down to show its principal parts 


vw: 


dominant shoe material, and because its quality and 
serviceability do so much to determine the satisfaction 
of the customer, better selling of shoes must follow ; 
working knowledge of shoe leathers. 

According to their use in shoes, leathers are divided 
into three classes—sole leather, upper leather and linings. 
The bottom parts of a shoe including the outsole, insole, 
welt, shank, rand, toe box and counter are generally cut 
from the sole leather. The vamp, quarters, toe cay 
(tip), and tongue, comprising the principal upper parts, 
are cut from upper leather. Linings are cut either from 
the same stock or from specially tanned leathers. 


rn the uppers of 
a pair of shoes last much longer than the bottoms. The 
outsole and heel commonly wear out first, because they 
bear the brunt of the shoe’s burden. Almost always : 
pair of shoes made with welts, counters and insoles 01 
good quality leather can be soled and heeled two 01 
three times befor the upprs give out. From the stand 
point of wear and upkeep, therefore, the bottoms are vital 
For Shoe Foundations—Outsole: Vegetable tanned 
cattlehide, chrome tanned cattlehide, combination tanned 
cattlehide ; insole: vegetable tanned cattlehide sole, vege 
table tanned cattlehide split, combination tanned cattle 
hide split; welt: vegetable tanned cattlehide, vegetabl 
tanned pig strips; counters, toe boxes, heel parts and 
shank : vegetable tanned cattlehide sole, vegetable tanned 
pig strips. 

For Shoe Linings- 
Usually same leather as 
upper, otherwise either 
cattlehide split lining 
stock, sheep lining stock 

or kid lining stock. 
For Shoe Uppers— 
Calf, kid, cattlehide side 
upper, buck, cordovan, 
horsehide (glazed), 
kangaroo, shark, alliga 
tor, pig, seal, snake, 

lizard sheep and lamb. 

; Leather’s 
- shoes—and its value in 
countless other types of 


value in 
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service — represents 2 
vast amount of work 
done on a remarkable 
material. Nature does 
for the tanner what he 
himself could not do by 
providing a substance 
of animal fibers from 
which leather can be 
made, but the business 
of tanning begins only 
where Nature stops. 
Through a network 
that extends into every 
raw material market in 
the world, American 
tanners purchase the 
best hides skins 
available. net- 
work, with 
that required to bring 


and 
This 


combined 


in tanning agents, covers most of the ports and many of 
the more remote regions of the world, where the trans- 
action of business involves severe difficulties. 

Ships that plough the seven seas bring a quarter of a 
million hides and skins to the United States every work- 
ing day in the year. In addition our 6000 active’ tan- 
neries take nearly all the hides and skins produced here. 
The procession of animals whose over- 
coats are tanned every year, mainly to 
keep feet well shod, includes : 22,000,000 ~ 
cattle; 45,000,000 sheep and lamb; 
50,000,000 goats and 16,000,000 calves. 

A choice collection of several hundred 
thousand deer, 
snakes, lizards, alligators, sharks and 
ostriches would complete this parade. 

Whether the tanner has obtained his 
raw material from the hinterland of 
Arabia, the island of Java or from under 
the Arctic Circle, preservation of some 
kind has been necessary to insure safe 
shipment—otherwise hides and_ skins 
would go the way of all decaying flesh. 
This preservation either of 
primitive tanning which is practised to 
some extent in India, of drying, or of 
salting when wet. All of these methods are used. 

At the tannery the business of converting this animal 
substance to leather starts with removal of the preserva- 
tive. Hides (pelts weighing 25 pounds or more when 
wet salted), kips (15 to 25 pounds) and skins (pelts 
weighing 15 pounds or less when wet salted) are treated 
very much alike in preparation for the start of the 
tanning. 


kangaroos, horses, 
4 


work 


consists 


Because leather can be made only from true skin sub- 
stance, all dirt, hair and scraps of flesh must be removed. 
Washing takes out the dirt along with the preservative : 
lime solutions, sometimes containing other chemicals, 
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R. H. Linder, of J. & J. Slater, reading to his salesmen the 
story of leather 


a a 


The material for this 
series of articles is 
supplied by the Amer- 
ican Leather Pro- 
ducers, Inc., a group 
of competing tanners, 
who have carefully 
compiled it as a part 
of their educational 
concerning 
American leathers 


VivViiv 


loosen the hair, knives 
attached to a revolving 
drum scrape off the hair 











and in another opera- 
tion trim away super- 
bits of flesh. 
Sometimes this opera- 





fluc US 


tion has to be completed 
by hand in which case 
they are laid over a 
and 


blunt 


rounded beam 


scraped with a 
knife. 

Before tanning, pores 
are opened up for satis- 
factory penetration of 

— the agents used by soak- 


ing the hides in solu- 


tions called bates or 
puers that contain bac- 
teria and mild acids. 
Out of this bath hides and skins are pickled in a salt 
solution when they are ready for the big hop from 
slimy white animal substance to a material that with- 
stands the ravages of the ages—a material to protect 
healthy feet, to grace beautiful feet. Much labor and 
time have been required to make them ready for leather 
making. 

This transformation takes place 
through the operation of one of these 
tanning methods: (1) Vegetable—used 
in tanning mainly for sole leather, some 
(2) 


upper leather, some sole leather; (3) 


upper leather ; Chrome—mainly 


some sole leather, some 


(4) 


chrome—pure white upper leather. 


Combination 


upper leather ; Alum or alum- 

The vegetable tanning process is the 
erand-daddy of all, having been dis- 
covered by the Hebrews thousands of 
years ago. It provides for actual com- 


bination of hide substance with an 
astringent agent called tannic acid which 
is found in vegetable growths—harks, 
woods, fruits and nuts. Principal 
sources of tannic acid are extracts made 
from hemlock bark, oak bark and chest- 
nut wood which are found in the United States, 
quebracho wood and bark found in Argentine, South 
America, myrobolans found in India, sumac bark found 
in Sicily, valonia from Asia Minor, divi-divi from Central 
America, mangrove bark found in tropical forests and 
wattle bark from South Africa. 

The vegetable or bark process, as it is sometimes 
called, provides for exposure of the untanned hides, first 
to weak extracts, then to stronger solutions, finally to 
full strength liquors. Heavy leather is laid away in vats, 
first a hide then a layer of bark, and so on till the vat is 


[TURN TO PAGE 70, PLEASE] 





Case No. 8— 


Question: As I read the very interesting pages of the 


Boor AND SHOE RecorpeR, I have often noticed pictures 
of beautiful shoe stores and salons; equipment of these 
shops no doubt running into many thousand dollars ; 
each new shop elaborating its equipment just a little 
better and finer than a competitive shop. 

Of course we can all see progress; and can see how 
the old shoe stores have given way to beautiful fine new 
shops. 
is it wise for an average shoe 
us say about $50,000 for store 
Will 
the retail shoe business reach the stage of capitalization 
of store equipment instead of stock? How far can a 
store go in the matter of fixtures and equipment ? 


Answer: 


But in your opinion 
merchant to spend, let 
equipment and carry a stock of shoes of $5,000. 


Obviously no standard can be set for the 
amount which investment in fixtures and fittings shall 
hold to volume or to stock. To satisfy our own curiosity 
on the point we have just gone through a large number 
of financial statements of independent stores and find 
that the ratio of fixtures to stock is 1 to 7. <A store 
doing $100,000 with a stock of $30,000 would show fix- 
ture account of about $4,000 according to the above. 
To make the question specific and definite, would this 
store be justified in undertaking alterations and improve- 
ments which might cost $25,000 in order to have a 
modern equipment ? 


What’s YOUR 


IS IT PROFIT ? 
IS IT STYLE? 
STOCK CONTROL? 
SALES PROMOTION? 


Whatever your particular problem or 
difficulty is, the Problem Advisor of the 
Recorder will try to help you solve it 


Just write it out and mail it in. 


Such an equipment creates a “cost of doing busines 
in two distinct ways. First, the interest on investment 
6 per cent would be $1,500 a year. Second, if these im 
provements were depreciated at 10 per cent a year tha 
would mean another $2,500, or a total of $4,000. 
there were no other increased expense, $10,000 annual 
increase in business at 40 per cent gross profit would 
yield $4,000 new gross profit, or sufficient to pay the~ 
two carrying charges. This statement is as surprising as 


it is accurate. If the new equipment made $20,000 
extra volume possible, at 40 per cent this would meai 
$8,000 new gross profit, which would pay the carryii 

charges and add $4,000 to the net profit. 


ing in specialized merchandise 


A store deal 
either ultra smart pat 
terns at a popular price, or concentrating on high pri 
merchandise, might well consider identifying itself 
We do not 
have to look any further than to the theaters to see that 
elaborate architectural atmosphere is as much a part of 
the attraction as the program. 
in shoe stores. 


such an investment in fixtures as mentioned. 


To an extent this is tri 
There are many shoppers today who 
want “atmosphere” and are apparently willing to pay 
the price that goes with it. 

That some stores succeed in getting the additional 
business that will swing these elaborate fittings is a 
matter of record, just as it is also true that on occasion 
this very procedure has brought on disaster. Certain 
famous candies packed in beautiful cartons command a 
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price far beyond the cost of the container. This same 
candy sold in bulk and wrapped in a paper bag probably 


would not bring half the price. 


Mahediocre merchandise 


in a mediocre location with mediocre salesmanship will 
not move faster or more profitably because of elaborate 
fixtures and settings. But the inflallible test of experi- 
ence has shown time and time again that smart mer- 
chandise, smartly displayed 
and smartly sold gains a real 
sales impetus from smart 
equipment. Anything that 
will increase volume 25 per 
cent will carry a good deal of 
additional expense such as 
interest and depreciation on 
equipment as stated and also 
additional advertising, 
still leave something to add 
to the net profit. In some 
cases this elaboration 
been overdone. But general- 
ly speaking store fittings for 
style merchandise are under- 
done rather than overdone. 


fundamental 
and 


has 
fore you 


Expense 4 
Ces No. 9— Net Profit 


Question:—We want to put 
in a_ children’s 


smoe store o qo = Waeee -----> 
strictly modern style in the 
downtown section which 


corresponds to the Loop in 


Net Profit 


Chicago and want to spend a 
amount the 
decoration and arrangement 
of the store. 


reasonable on 


You probably have a de- 
partment that can send me some suggestions for store 
layout and decorations for a children’s shoe store. It will 
be about 27 feet front. 

Also if convenient will you give me an estimate on 
how much capital it will take to start a store of this 
character handling infants’, children’s, misses’ and grow- 
ing girls’ shoes, and how many pairs they should put in 
in a city which has a population of about 5000,000? 

Answer: Dealing with the financial figures first, a 
number of questions arise which are really necessary 
to even estimate. I would judge that in a city like 
yours, in a prime location, that a 27 feet front with 
adequate depth would cost around $700 per front foot 
per year, or possibly $18,000 annual rent. I believe that 
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BURRILL BREVITIES 


The first law of profit is neither volume 
nor markup, but economy. No greater 
business truth was ever 
uttered than a “penny saved is a penny 
earned.” If you sell $100,000 with a mark- or 
up of $33,000 and expense of $33,000, 
your profit account is but a long row of 
useless ciphers. But if you cut your con- 
trollable expenses—learn to say “‘no”’ be- 
spend—other things 
equal—you earn what you save. 
Here it is in figures: 


. .$100,000 


yi It would seem entirely 


Anyone can create expense. But it takes 
a merchant to control expense. ‘“‘No”’ is 
a shorter word than “yes” but it is harder 
to use. Try and learn to use it wisely. 





9 per cent rent is as high as a store of this type can swing, 
which would mean that $200,000 of annual volume would 
be necessary. Will therefore figure out three years of 
probable operation—one at $150,000, another at $200,000 
and a third at $250,000. 
fitted merchandise, making it the outstanding place in 
It means expert 


Such a location means quality 


your territory for juvenile footwear. 
salespeople, distinctive front and fittings and plenty of 
educational advertising. 

The first figures which come to mind are “just what 
is the potential juvenile area 
in your city and its trading 

About 


normal trading areas consists 


area?” one-third of 
of children 16 vears old and 
With 500,000 in the 
city and 250,000 in the area, 
that means a total of 750,000 


under. 


250,000 juveniles under 
16 years of age. At three 
pairs per year that means 
that such a community buys 
750,000 
As will be shown latet, an 


somewhere pairs. 
being 
annual sale of 40,000 pairs 
will be necessary to make this 
store do a profitable volume. 
33,000 Can such a store eventually 
.. 33,000 
... 0,000 


build to 5 per cent or 6 per 
cent of this entire area in 
quality fitted juvenile shoes? 
rea- 
sonable if the store was made 
’ 
1,000 a real store and started on a 
basis of gradual quality 
growth instead of price at- 
traction. 
We will develop some fig- 
this 


during 


store 
the 
first, second and third year of its existence. To simplify 


ures as to how 


might operatee 
the figures we have omitted any reference to discounts, 
and have assumed that the 40 per cent mark-up which 
the The 
result would be the same whether figured with 36 per 


store should average includes the discount. 


cent mark-up and 4 per cent discount, or 40 without. 
Third Year 


$250,000 


Second Year 
$200,000 
120,000 
80,000 40% 
18,000 94 
0.000 10% 


First Year 
$150,000 
90,000 
60.000 40% 
18,000 12% 
15.000 10% 


Cost of sales... 
Gross markup 
Rent 
Selling 
Managing, clerical 
and proprietor 
Advertising ais 
Miscellaneous 


Total 
Net 


150,000 

190,000 40% 
18,900 7.2% 
5.000 10% 


9.000 4.5% 
4.0% 
12,000 6% 


19,000 4% 
19,000 4% 
15,000 6% 


9,000 6% 
7.500 5% 8,000 
0° 


13,500 aX 


$77,000 31.2% 


23,000 8.8% 
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$63,000 42% 
3,000 2% 


$67 000 33.5% 
13,000 6.5% 


Expense. 
Results. 
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SCHOOL SHOES. FOR MORE‘THAN 55 YEARS 


“readin? an’ writin? an? ‘rithmetic” 


Happier Boys and Girls Go to School 
In “Family” Shoes! 


ases’ and Junior Misses" 
School Oxfords 
Sport Trim 


4 Javier Ht HE Family Shoe & Mi 

Store for 55 years 
has specialized in just 
right type of 
School Shoes for chil- 


dren of all ages 


WHETHER for the 
little tacker just 

going to kindergarten, 

or for his older broth- 

er or sister in high f 

school, we have the Colleg 

kind of shoes that not an avvoed aa or tan calf 

only look well and AAA t D 

wear well, but permit 2'g—8 ...$7 Hy 


AA to D Wide In Ta 

8',—11 .. $3.75 AA to D Wide 
1 2... $4.00 the 
2',-7 $5.00 


es’ and Junior Misse 
Oxfords 
Sport Oxford in tan 
AAA to D Wide 


a ¥ jaune roe * 


the feet to grow prop- 
erly. 


OER expert foot-fit- 
ters will gladly ad- 
vise you just what type 
of heel, last and style School Tie, in Patent Leather 
is the best for your AAA to D Wide 


child. —11 ..$3.25 
~ t'y-2 $1.23 
2'7- 35.50 





We Can Fit 
Extremely Narrow 
as Well as 
Wide Feet 

















310-312 SEVENTH STNW. 
wT 


Boys’ Burly GRIDIRON Shoes—$3.50 to $7.00 











D pening of school, 


only a few weeks distant now, brings many new wants 
to the average family, not only to those in which there 
are children who go to schools at home, but also to those 


whose sons and daughters go away to college. When the 
school bells ring, it is time to figure out how to boost 
school shoe sales more effectively. 

The selling of school shoes, in fact, should occupy a 
large part of the August and September merchandising 
campaign, and the average shoe merchant who sells 
juvenile footwear looks to this line for considerable 
volume. Naturally every competing shoe merchant is 
after this same business and so the spoils belong to the 
swift in the eternal race of sales competition. The shoe 
merchant, therefore, who does something above the 
average in his advertising and in his window displays is 
bound to reap the lion’s share of the business to be had. 

Some striking examples of advertising were employed 


Let School 


Opening of the big fall selling season in children’s 

shoes lies just ahead. Merchants who make their 

plans now, then follow through intensively with 

advertising, displays and constructive sales pro- 

motion will gather in the harvest. Here are two 
pages of ideas. 


by shoe merchants last year in their efforts to promot: 
this business. 

Kinney Shoes used interesting illustrations of a boy 
seated at his desk in the school room with a slate on 
which was written the words, “I Wear Kinney’s Shoes, 
a striking and challenging illustration which at onc 
registered the idea that Kinney’s was a logical place to 
buy boys’ shoes. 

Rich’s Shoe Store in Washington, D. C., 
illustration of a teacher ringing the bell for the children 
to come to school which was followed by this advertis- 
ing message: “It’s time to buy school shoes. In a few 
days now thousands of precious pairs of feet will be 
headed schoolward. It must, indeed, be a great satis 
faction to you parents to know that they will be shod 
comfortably and well if their shoes come from Rich’s.” 
This interesting piece of selling copy went out to thos« 
interested in the pedal outfitting of girls. 

An illustration of a ladder up which boys and girls of 
various sizes and ages were climbing was the interesting 
method used by Hahn’s Shoe Stores to attract atten 
tion to the Hahn’s School Shoes, over the slogan of 
“Always Reliable.” Other ads featured “collegiate shoes 
for young men’ with an interesting illustration of 
football game in progress to win the attention of col- 


used an 


legiates. 

The Hecht Company, also in Washington, used some 
striking ads of teacher giving a lesson to the children 
about, “Little Feet,’ with questions and answers. 

“School days—get the youngsters ready,” was th« 
interesting headline used by the Family Shoe Store to tel! 
the following message, “Let the school bell ring and let 
the youngsters scurry off, well shod in good, reliable, 
economical shoes! Like father and grandfather before 
them—for 53 years—they’ll find the day’s work lighter 
if their shoes come from the ‘Family’ !” 

These ads appeal to the children in such a way that 
they get home to the parents as a natural result, and 
in a more effective manner than might otherwise be 
possible. The opening of school is naturally an event 
wh'ch offers a more or less favorable tie-up for selling 
more school shoes, and the shoe merchant who has a 
good selling message will naturally reap the bulk of the 
business to be had. 
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I} Bells Ring Up Profits 


By FRED E. KUNKEL 


Where there are both juniors and college boys and 
girls to outfit in the same family, the advertising of 
early style information means a deal and enables them to 
shape their buying thoughts more effectively. And the 
theme which features the proper outfitting of children 
for school is naturally the type of advertising that is 
going to win sales results. 


A. Harry W. Hahn of the 
Hahn Shoe Stores put it: “We run each year a series 
of institutional ads which are not expected to bring any 
direct results, but which keep your name before the 
public at a timely moment. Advertising of this kind has 
its value, but you can never place your finger upon re- 
sults. If we had any special tie-up we might have put 
more teeth into the ad, but as it is we get indirect results 
in that more and more people visit our stores each year 


to outfit their sons and daughters for school and college.” 


ae a a 


Most stores selling children’s shoes count on a certain 
amount of extra volume at school opening time but they 
often overlook the fact that this normal volume of extra 
business can be materially increased by a well planned 
campaign of sales promotion. Effective newspaper ad- 
vertisements, such as those illustrated on these pages, 
will form the foundation of such a campaign in the 
average store, but the newspaper advertising should be 
reinforced with effective window displays of juvenile 
footwear with backgrounds and trims appropriate for 
school opening time. 

For the neighborhood or suburban store the problem is 
somewhat different. Here again window displays play 
an important part in merchandising and promoting school 
shoes, but the neighborhood store often cannot afford 
to use the city papers of large circulation, most of which 
is outside of their immediate community. In localities 
where there is a community newspaper, usually a weekly, 
this will help to solve the problem. 





SALES HINTS FOR SCHOOL 
. OPENING 


Run two or three good school shoe adver- 
tisements in your city or community news- 
paper, starting two weeks before school 
opening. 


Put in an attractive school shoe window 
about a week in advance of opening day. 


Stress style, wear and the fact that good 
shoes rightly fitted make for good school 
work, 


Offer a school bag, pencil box or some gift 
that will appeal to the youngsters. 


panion 


Give your ads and windows an attractive 
juvenile and school atmosphere. Remember 
it’s necessary today to sell the youngsters as 
well as the parents. 


Feature college opening as well as school 
opening and show smart styles for young men 
and young women. 
shoes; 


dancing, 
house 


ae 





For Every Age of Girl and Boyhood 
“HAHN SPECIAL” School Shoes 


“Big Ben” 
Scholars Com- 
Pencils, 
containing school 
needs. given with 
purchases. 


“Phoenix” novelty 
lisle or silk and wool 6 
sports hose for girls 
and boys. plein col- 
ors, stripes an 
checked effects. 


38c to $1.25 


“Gro-Nups” dress 
faloshes and 

dymnasium, 
school and 
slippers; shoe 
dressings—to complete 
the juvenile fall outfits. 


overshoes; 


High in Quality 
Big in Value 


For the Boya 


Oxfords or high shoes made of 
rugged tan or black calf with over- 
weight Goodyear welt oak soles, 
shapely broad toes, comfortable for 
play without being clumsy, 


11% to 134—$3 
1 to 2 —$3.50 
2% to 6 —$4 


For the Girls 


Patent or tan calf Fall weight 
blucher oxfords and strap ef- 
fects. Beautifully designed. Made 
of surprisingly soft, fine leathers. 


11% to 2-$3.50 
2 to 6-$4.50 


For Little Tots 


Plain toed orthopedic-lasts ox- 
fords or laced boots, with famous 
“Spartan Gold Spot” Goodyear 
welt leather soles. Shown in 
patent, tan or coffee elk leathers, 


to 8-$9.75 
8% to N—$3 


Low in Price 
Neat in Style 


7th @K 


414 9th 


3212 14th 933 Pa. Ave. S.E 
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The Courage to Profit 


Many Shoe Merchants Lack It But Here's One Who 
Believes Even Staples Must Pay 


By HARRY R. TERHUNE 


Field Editor, Boot 


There are some shoe 
buyers who get plenty of genuine joy out of their jobs. 
Oscar R. Thompson’s remark of, “Some mornings I 
can’t seem to get down soon enough to admire our new 
shoes and to see how they are selling,” puts him in that 
class. 
fine assistants, both male and female, and in his Atlanta 
shoe department, is rolling along toward the million 


Just because he has developed some remarkably 


dollar sales mark, are possibly also contributory causes 
to his happiness. 

On some subjects Mr. Thompson is outspoken—profit 
in particular. “The average merchant hasn’t courage 
enough to get enough profit. Just because a shoe costs 
$6 is no reason why it should sell for $10. It should be 
priced according to the demand. If a good demand 
exists, one might just as well get $11, $12 or $13 for the 
shoe. Another mistaken idea is to endeavor to force 
the fancy shoes to carry the entire profit burden. Good 
profits should be realized 
out of well fitting, staple 
shoes, those that are con- 
sistently ordered and 
reordered. Its on the re- 
orders where the money is 
made. 

“We buyers have to 
marry manufacturers in 
order to get acquaanted with 
their good fitters. Many 
good manufacturers have 
poor fitting lasts, but it is 
some trick to have nothing 
but lines of good fitters on 
one’s shelves. Some good 
pumps costing $7.25 bring 
$15 year after year. A bow 
or an ornament may be 
changed, but the pattern 
and the last remains the 
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sume. That gives anyone a chance to make money. 
This same range of profit allows a buyer to shoot a poor 
fitter or slow seller out at $9.85, then to $6.85 and to the 
hasement and yet get out whole.” 

Buying is done on a budget which is based on both 
pairs and dollars and cents. This system is very simple, 
just buying against last year’s figures, plus an anticipated 
gain. The outstanding feature of the buying system is 
the card record for each stock number. Stock num- 
hers are keyed according to cost; E. designates those 
costing $10 and up; D. those whose costs are between 
$7.50 and $10; C. costs between $5 and $7.50, etc. 

It has been found that it does not pay to keep a record 
of sizes as they are bought and sold, just a record of 
pairs received, on hand and sold, is kept. One young 
man has a job of just counting the pairs of shoes in each 
line. This is the only thing he does. It takes him a 
week to count all the shoes in stock so once a week the 
number of pairs in each line 
is written in on the stock 
card. A very simple and 
effective method. 

Practically all buying is 
done on a 60 day basis. The 
latter part of November, 
shoes for January 1 delivery 
are bought. After the shoes 
have come in and the safe 
reorders decided upon, an 
Eastern trip is made. This 
is more in the nature of a 
scouting trip, as it develops 
into looking around, coupled 
with conferences with the 
store’s stylist. After decid- 
ing on colors comes the pat- 
tern question. Lots of 
shoes in small size ranges 
are bought on this trip. 





REMARKS 
care || new PM. ere. 
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Pre-View and Review 
Market Developments of the Month 
On page 37 


Selling the Ensemble 
In the Foster Store 
On page 39 


Parade of Brown 
Forming for Fall 
On page 40 


The Color Trend 
Best Selling Shades 
On page 42 


Who’s Who in Hose 
News of the Market 
On page 43 
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(yenuine Gaaeealins Twist 
Full Fashioned Chiffon 


wa ade to order for the most pronounced 
demand the hosiery industry has had in years .. . 
With quality that makes it a sensational value at 
. Style 550 is 


certain to be the retail sales leader for months 


a price that is a real attraction . . 
to come . . . More than that—every sale will 
make a friend for the store . . . For the genuine 
grenadine twist not only gives the true dull, sheerer 
appearance that is all the rage but it gives the 


wearer longer service than she has ever had before. 


The great elasticity and tensile strength derived 
from the grenadine twist in the knitting makes 
possible slenderizing, form-fitting snugness on any 
leg with the assurance that its elasticity will take 
up any strain that might cause runs when the knee 


is bent or when the stocking is drawn on and off. 


Order now for early delivery. 


23 
a , am 

READY IN ALL THE 

LEADING SHADES 


SR AP 
‘“ 6 a 
fever se ~ Ne le el - 


Style 550 features Picot edge .. . full fash- 
ioned, genuine grenadine chiffon fabric, 
clear and sheer . .. Silk totop. . . Toe Block 
... Solid silk curved French Heel .. . Rein- 
forced sole and toe ... Each pair stamped 
with Hall Mark of First Quality. 


This Hall Mark Certifies 
First Quality Full Fashioned 


Silk Hosiery. 


MILLS AT WILLOW GROVE, PA. 


STOCKROOMS: 354 Fourth Avenue, New York; 
Sante Fe Building, Dallas, Texas; 1014 Farnam Street, 
Omaha, Nebraska; The Merchandise Mart, Chicago, III. 
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IRON CLAD STYLE 9518 
A Popular, Full-Fashioned Stocking J tr 


in the Latest Fall Shades = rh 
—in Dull Finish : 


The beautiful quality; correct, new shades; dull 
finish; and moderate price are the magnets that 
will create many an extra sale when you show 
Style 951. The shades: 


Allure Light Gun Metal 
Beige Clair Mauve Beige* 


Blonde Dore Nightingale* 


* 
Caresse* Pine “4 _ 


Crystal Beige — Promenade* 
Dream Pink Rendezvous 
Duskee* Rosador 
Ivoire White 


s 
4 
= 
¥ 
S 


“These are announced as new 
shades by the Textile Color Card 
Association for Fall, and with 
them are listed Beige Clair and 
Rendezvous to continue popular 
during the coming season. 


Price, $11.75 


IMMEDIATE DELIVERY 


Note: The six new shades specified above 
may also be had in our leading styles of 
seamless and full-fashioned silk stockings. 


Try Style 951—and send for information about 
the many other IRON CLAD sales stimulators. 


Cooper, Wells & Co. 


150 Broad St., St. Joseph, Michigan 


Manufacturers of Full Fashioned and 
Seamless Hosiery at St. Joseph, Mich- 
igan, and Decatur, Alabama. 


“- 
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Manufacturers of Quality Hosiery 
for Over Fifty Years. 
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SIX 
OVER THE 
COUNTER 

SALES 
POINTS 
FOR 
MARQUISETTE 


I 
DULL 
dullness perma- 
nently knitted in. 


2 
SLENDERIZING 


enhances grace 


of leg and ankle. | 


3 
CLEAR 


Mojud perfection | 


in knitting and 
dyeing. 


4 

SHEER 
Grenadine Twist 
is a special, 


tightly twisted J 


yarn with all fuzzy 
ends eliminated. 


5 
DURABLE 
Grenadine Twist 
protects the 
stocking from 
snags and mini- 
mizes the possi- 
bility of runs by 
twisting the loose 
fibres together. 


6 
GRENADINE 
These stockings 
are not chemi- 
cally delustered 
—they are not 


an imitation— & 


they are genuine 
Grenadine Twist 

. and every 
pair is so marked. 





Business 


is GOOD! 


Business is good. Our dealers tell us so. They're not 
fooling either—because they say it with ORDERS. 


Business is good to those who go after it, and give the 
public what it wants. 


Quality and Style merchandise like Marquisette, the Dull 
Grenadine Twist Silk Stocking, and other Mojud numbers, 
backed by Mojud's advertising plan to develop the 
dealers own territory, have given us the biggest month 
(June) in our history. And our sales for the first six 
months of 1930 are 20% ahead of 1929. 


The same merchandising, the same service and dealer 
cooperation, which made the first half of 1930 a record 
breaking period, will make the second half even greater. 
Plan with Mojud for a Fall season of better business, more 
customers, greater profits. 


Full details of the Mojud exclusive franchise which is 
available to merchants in a few localities, are contained 
in a pamphlet called ''What is a good customer worth." 
Send for your copy. 


Address—department B 





marauisette 


(registration applied for) 


Genuine 
Grenadine Twist 


Silk Stockings 


Licensed under 
Send for Samples Pat. No. 1759561 
and Prices License No. 3 


MOCK, JUDSON, VOEHRINGER CO.) Inc. 


Pierce and Eighth Avenues, 
LONG ISLAND CITY, N. Y. 


New York Sales Office: 385 Fifth Ave. 
Chicago Branch: The Merchandise Mart 


Factories: 
Greensboro, N. C., Philadelphia, Pa., Long Island City, N. Y: 
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PRE-VIEW AND REVIEW 


“ULY and August, 1930, will 
go down in hosiery history as 
the period of price readjust- 

ments. As we go to press we are 
informed of more and more mills 
th! have revised prices in keep- 
ing with the general trend. The 
entire industry has not yet shifted 
to the new price basis, but the 
month of August should see the 


market on a fairly stable basis, so 
far as price is concerned, and ready 
to zo ahead toward a new normal. 

[he price .cuts have resulted 
from a series of causes. First of 
all was the large overproduction 
accumulated during the late months 
of 1929 and the early months of 


1930. Then came a softening in the raw silk market, 
quickening into a sharp decline, until at present raw 
silk prices are about at the lowest level seen in thirty 
years. Added to this has been a rather disappointing 
consumer demand and the confusion caused by the 
introduction of grenadine and crépe stockings. 
Wholesale prices in general have been reduced to 
that permit the 
shifting of the old $1.95 


levels 


tail. 
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$1.50 stocking into the 
$1.35 range. Some cuts 
have not been as deep, 
and in several cases mills 
have cut prices and sug- tion of these to 
gested that the old retail 
prices be maintained. 
This appears to be rath- 
er difficult, in view of the 
sharp competition at re- 





Price Readjustments About 


Complete; Grenadine Progress 
Important in Next Few Months 


sharply. 


widespread 


ness on 


37 


basis beginning in August. 


ther progress at retail, 

according to all re- 

ports. The lack of any 

exploita- 

the 

consumer remains one 

of the features that is 

holding back consum- 

er acceptance, but in 

the face of this, busi- 
grenadines q 


Among the well-known produc- 
ers of branded merchandise who 
have reduced their prices are the 
Van Raa'te Company, the Brown 
Durrell Company, Onyx, Rollins 
and Gotham. Staple numbers, of 
cour-e, have been subjected to the 
heaviest reductions. Price read- 
justments on grenadines and in 
grains have been comparatively 
small, in fact, several of the lead- 
ing producers of both stockings 
are maintaining old prices without 
much difficulty. 

Predictions on the future course 
of prices are hazardous, but best 
market opinion now leans toward 
the expectation of a fairly stable 
Indications of the reaching 


of bottom in the raw silk market, together with some 
evidence that the corner has been turned in the gen- 
eral business situation, lead to this conclusion. The 
hosiery market still has a fairly large undigested sur- 
plus of merchandise facing it, but the pressure to dunip 
this at ridiculously low prices is less marked. Besides, 
hargain sales at retail are losing their pulling power 


stocking into the $1.65 Grenadines and ; 
or $1.50 class, and of the crépes are making fur- IX ° 








and crepes continues to increase steadily. 

Another interesting development of the month was 
the filing of suits by the Westcott Hosiery Mills against 
manufacturers, distributors and retailers of grenadine 
hosiery, alleging infringement of the Young patent. 
held by Westcott. The settlement of the grenadine 
controversy is being anxiously watched by the entire 
trade. 

It is significant that some retail reports state that 
no difficulty is experienced getting $1.95 from the 
consumer for a good 45-gage three or four thread 
grenadine. It is also significant that one of the largest 
mill agents selling to wholesalers, Harrington & War- 
ing, is offering for September delivery a three thread, 
54-gage, and a three thread, 48-gage ingrain grenadine. 

It is interesting to note, at the same time, that busi- 
ness on regular, lustrous ingrains is holding up well, 
all things considered. In the higher price brackets the 
sheen of an ingrain is not a deterrent, apparently. 


OOKING ahead into fall, stylewise, the important 
new features seem to be grenadines and crépes and 

meshes. The vertical striped mesh or lace stocking, 
started as a high style early in the spring, has been a 
good seller all summer and promises to retain its popu- 
larity through the winter months. It offers a pleasing 
variant to the staple stocking and flatters the wearer, 
hence its popularity. All sorts of nets and meshes fit 
into the fall picture as accessories to the tweed suits 
that are expected to be a big factor in fall costumes. 
‘or sports wear the wool and silk and wool nets are in 
the forefront. Plain silk and wool hose in the finer 
gages also are coming along strongly. American pro- 
ducers of these are now rivaling the British in turning 
out numbers of fine-gage and high quality. 

The new fall colors selected by the 
Color Card Association, in conjunction 
with the hosiery trade, were announced 
in July. An amplified article, together 
with a chart which keys the new hosiery 
colors to the new costume colors, will be 
found elsewhere in this issue. 


In general, colors for Fall are expected to run largely 
to dark brown with rosy or metallic casts. It is evi- 
dent that some of the best selling darker shades that 
have been popular this Summer will carry through the 
fall and winter season. 


CCORDING to renorts from the fabric houses and 

garment trades, women’s outerwear for fall will 
run at least 50 per cent black. It is apparent then tliat 
fully that percentage of hosiery demand will be ior 
shades that blend well with black garments and black 
shoes. Brown is next in importance as a costume color 
and green is third. Hosiery shades that harmonize with 
black most generally harmonize with green also, so the 
selection of fall colors can be built largely on those 
shades that will harmonize with black and green on thie 
one hand and with brown on the other. Some acute 
fashion observers are confident that red tones will show 
up strongly in garments later in the season, bringing a 
demand for reddish brown hose. 

The situation in men’s hose shows little change 
Conservative patterns are given first place for fal! 
Reductions of 13 to 22 per cent in the price of rayon 
yarns last month undoubtedly will lead to price redu 
tions in men’s hose in which rayon forms a large part 
of the raw material. A new feature in men’s hose is the 
garterless sock, in which the cuff is extended above the 
calf of the leg and contains an elastic in the hem. 
Consumer acceptance of these socks is being watched 
most carefully. 

Children’s hose are moving fairly well and advance 
business booked by manufacturers is generally better 
than on women’s lines. Vertical stripe patterns are con- 
sidered good for fall selling and provide a fresh change 
to interest the consumer. Wool or wool mixed sport 

hose in both plains and fancies will be 
among the big sellers once the cold 
weather sets in. Sports hose with the 
garter in the hem are being more widel: 
introduced and are finding greater favo: 
with the mothers to whom the separat: 
garter problem is an annoyance. 
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SELLING THE ENSEMBLE 


F. E. Foster & Company, Chicago, 
Consider Every Customer from the 
Ensemble Standpoint and Try to 
Sell Her Shoes, Hose and Bags to 
Match or Harmonize. Clever 
Newspaper Advertising and Mail 


Pieces Devoted to Ensemble Idea 





E. Foster 
kK & Com- 
® pany, Chi- 
cago, know _ that 
every woman wears 
shoes and hose and 
carries a bag. Every 
other merchant in 
the country knows 
the same thing, but 
few of them trans- 
late this knowledge 
: into a profit as does 
rd — this progressive 
* ettedeemntee = concern in the Mid- 
jeiietmntranes: dle West. 

On this page we 
give you a couple 
of samples of how 

this shoe store is making a profit out of the ensemble 
idea. The small half tone to the right is a reproduction 
of one page of a multiple page folder in color which 
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A Foster Ensemble 


of the 


“F.arly Thirties 


Exotic and vivid as’ style” must be in these days of 
the “Larly Thirtees” there shoukd always be that 
nerve of refinement” so typical of Foster Produ.tions 


F . Foster & Company 
115 North Wabash Avenue 


COMMUNITY AND SUBURBAN SHOP: 
In the Drake Motyl 7080 South Shore Dry ¢ 
519 Diversey Parkway Dak Pr’ 


was sent out to the Foster mailing list. Each page of the 
folder showed several ensemble sets of shoes bags 
and hose. Not only are the three items keyed to each 
other by color, pattern, etc., but each ensemble is made 
up with a definite occasion in mind. 


HIS is admirably defined in the reproduction above 

of a typical Foster newspaper advertisement. This 
set is intended for street and semi-formal occasions. 
Other advertisements exploited ensemble sets for sports 
wear, afternoon wear, evening wear, etc. Thus the idea 
of “use” is imbedded in the mind of the reader of the 
advertisement. 

A novel touch is given the ad by comparing the styles 
of 1930 with those of earlier periods. The small draw- 
ings at the side of the Foster signature show costume 
and shoe styles of 1895, 1905, 1915 and 1925. 

The idea of a deliberate harmony ensemble among 
shoes, bags and hose is gaining ground with women 
customers and the shoe store is the logical place for the 
merchandising of such ensembles for they are inevit- 
ably built upon the basis of the shoc. 





PARADE OF BROWN IS 


Most of Twelve Official Fall Colors are in Brown 


Range: Four Shades Carried Over from Spring Card; 


Mahogany Brown Touted for High Style Color 


WELVE shades have been selected by the with the costume, millinery, bag, shoe and other acc: s- 

hosiery industry in cooperation with the Textile sories. 

Color Card Association of the United States A decidedly new thought in hosiery is represent: | 
to appear on the official hosiery color card for fall and in a darker shade called Acajou, having a glow 
winter 1930. In addition to these twelve shades which rose in its depth. This color blends smartly with t'ie 
will receive the bulk of promotional exploitation for mahogany brown hues, such as Salvador Brown, which 
the new season, eighteen colors from previous cards are expected to prove a high fashion note for fa’! 
are suggested as fitting properly into the fall fashion Oak Rose, as its name implies, is a light browni-| 
picture. shade with a rose cast, selected to harmonize with t! 

More than ever before the new colors selected have new rose brown tones, such as Rosebrown and Pis: 
been developed as ensemble colors—that is each new $rown, which require the Prado Brown shoe. 
color has a definite place in the ensemble in harmony Brownleaf is an extremely smart neutral bro 


This chart should be of value to the salesperson who wants to tell the 

customer with what costume shades any particular color of stocking will 

harmonize, or to find out what shade of hosiery to suggest for wear with 
any of the new costume colors. 


HOSIERY COSTUME HOSIERY COSTUME 
COLORS COLORS COLORS COLORS 


Winetone BAHAMA Bison Brown 
Rubytone Copperglo 


Marble Green 
DUSKEE . \ Crictat Crear Manila Brown 


Admiralty BROWNLEAF Cricket Green 
— Black Copperglo 
Bison Brown 


ACAJOU Salvador Brown Winetone 
. Rubytone 
OAK ROSE Bison Brown RENDEZ-VOUS Marble Green 
Cricket Green 
Winetone Admiralty 


Rubytone 
NIGHTINGALE Ere oy Black 


Black Salvador Brown 
Manila B SABLE Cricket Greer. 
anila Brown vs 
Cricket Green — 
PROMENADE Bluglory Winetone 
Admiralty MAUVE BEIGE Rubytone 


Copperglo Admiralty 
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FORMING FOR FALL 





which has been especially chosen to complement the costume of Manila 
Brown, or one of the darker shades, like Congo Brown in the téte de 


nezre family. 


Promenade, a medium neutral beige, is expected to prove one of 
the most popular of the new tones as it is equally appropriate with a 
number of the smart fall colors, including Cricket Green, Admiralty 
and Copperglo. Bahama is a new rendition of a warm light brown, 
which harmonizes with a number of the fashionable brown and rust 
shades. It is a particularly smart tone to accompany the Mooresque 





shoe. 
sent 
ow of Mauve Beige, as its name suggests, is a subtle medium shade with 
th the a slight overtone of mauve. It blends smartly with the purplish browns, 
whi the greyed or violet blues and with certain of the new reds, such as 
r fall. Rubytone. It is a fitting complement to the Almora shoe. 
wits! 
th t! Nightingale, an illusive greyed nuance with a mauvish cast, inter- 
Be. prets a high fashion note. This tone is especially harmonious with the 


new wine reds, reflecting an undertone of purple, such as Jacqueminot 
— Red and Winetone. It is also smart with black and bluish greens, like 
Marble Green. 

\ new thought in evening hose is expressed in a subtle blush tint 
called Caresse. This delicate nuance harmonizes with nearly all the 
new evening shades, including the tinted whites, blues, pinks, and is 
also smart with dead white or black. 


Four shades will be repeated from past seasons because of their con- 
tinued fashion importance. These are Sable, Duskee, Rendez-Vous 


aid Beige Clair. 


In the Color Correlation Chart for fall and winter, 1930, recently 
issued by the Textile Color Card Association, the new hosiery shades 
have been keyed to the fashionable colors in costumes and shoes. 


The 18 colors carried over from previous cards are: Suntan, Basque 
brown, Blond Dore, Florida, Muscadine, Plage, Rosador, Sunbask, 
Sunbrown, Champagne, Grain, Gunmetal, Light Gunmetal, Afternoon, 
Allure, Almora, Breezee, Crystal Beige. 


The National Retail Dry Goods Association has selected ten colors 
from the general fall color card for special promotion. On the opposite 
page we give a chart showing the harmony relation between the most 
important of the new fall hosiery shades and the colors selected by the 
association, which includes practically all of the leading department 
stores in the country. 
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AS REPORTED BY LEADING MAKERS AND SELLERS 


Sheer Service 
ALLEN-A 


. Naturelle 1. Naturelle 

. Beige Clair 2. French Nude 
. Eggshell 3. Beige Clair 

. French Nude 4. Eggshell 

. Muscadine 5. Muscadine 


ARCHER 


Beige Clair 
Suntan 


. Beige Clair 
. Suntan 


Grain 
Ivoire 


. Ivoire 
. Grain 


.. 
ra 
. Allure 3. Allure 
4. 
5. 


ARROWHEAD 


. Beige Clair 1. Grain 
. Grain 2. French Nude 
. Dream Pink 3. Champagne 


ARTCRAFT 


. Reverie 1. Reverie 

. Charm 2. La Mode 
. Suntan 3. Dove 

. Tanglo 4. Topaze 

. L’Avenue - 5. Tanglo 


AS-YOU-LIKE-IT 


. Beige Clair . Beige Clair 
. Plage . Plage 


3. Grain . Grain 


. Casino . Casino 
. Vendome . Lido Sand 


BLUE MOON 


. Grain 1. Grain 

. White 2. White 

. Plage . Beige Clair 
. Blonde Dore . Duskee 

. Suntan 5. Allure 


CADET 


. Beige Claire 1. Polar Bear 
. Ivoire 2. Beige Clair 
. Miramar 3. Grain 
. Polar Bear 4. Nude 
. Nude 5. White 


. Beige Clair 
. Samoa 

. Carved Ivory 
. Chateau 

. Rose Taupe 


. Ivoire 1 
. Beige Clair 2 
. Suntan 3 
. Grain 4. Beige Clair 
. Plage 5 


. Clair Tan 

. Atmosphere 
3. Rachelle 

. Lightan 

. Cymbeline 


. Beige Clair 
. Suntan 2. Ivoire 

3. Ivoire . Beige Clair 
. Melody 
. Afternoon 





© © O° 


Service 
DEXDALE 
1. Beige Clair 
2. Samoa 
3. White 
4. Carved Ivory 
5. Moderne 


FINERY 


. Plage 1. Plage 
. Beige Clair 
. Grain 3. Grain 


2. Beige Clair 


GOLD MAID 


. Suntan 
2. Grain 
. Champagne 


. Rosador 


FEDDEN 


. Beige Clair 1. Beige Clair 

. Champagne 2. Champagne 
3. Naive 3. Naive 

. Fantan 

. Breezee 5. Breezee 


4. Fantan 


GORDON 


. Cliar Tan 

. Rachelle 
3. Lightan 

. Champagne 
5. Cymbeline 


GOTHAM 
1. Melody 


. Seasan 
. Suntan 


GRANITE 


. Naturelle 1. Naturelle 

. Coat o’ Tan 
3. Daytan 3 

. Debonari 4. Daytan 

. Cachet 5 


2. White 
3. Cachet 


5. Black 





. Bubbles 
. Sunbask 
. Prairie ; 
. Seaside . Grain 
. Muffin 5. Storm 


. Beige Clair 
. Atmosphere 
3. Allure 3. Almond 
? ° 


. Muscadine 


Service 
HARRIS 


Service 


. Eperney 

. Dueoton 

. Javette 

. Suntan 

. Manila Beige 


HOLEPROOF 


. Grain 1. Grain 

. Ivory 2. Ivory 
3. Bamboo 3. Bamboo 

. Claire 4. Claire 

. Champagne 5 


5. White 


HOLYOKE 


. Jamaica 

. Cathay 
3. Fiji 

. Ali Baba 

. Honey 


IRON CLAD 


. Ivoire . Beige Clair 
. Beige Clair . Ivoire 
3. White 3. White 
. Dream Pink . Plage 
. Plage . Light Gunmetal 


KAYSER 


. Chateau 1. Juno 

. Vesta 2. Diana 
3. Aurora 

. Juno 4. Aurora 

. Siana 5. Parklane 


3. Vesta 


MASTERPIECE 


. Prairie 
. Seaside 
. Sunbask 


MERRILL 


. Muscadine 
. Light Gunmetal 


Naive . Beige Clair 
. Rosador 
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Sheer Service 
MOJUD 


. Tan Nude 
. Sunbask 
3. Crystal Beige 
. Beige Clair 
. Manon 


Tan Nude 
Sunbask 
Beige Clair 
Crystal Beige 


eR 


MUNSING WEAR 
. Beige Clair 1 
. Ivoire 2. Ivoire 
3. Plage 3. White 
. Dream Pink 4. Plage 
5. Champagne 5. Champagne 


. Beige Clair 


PHOENIX 


. Peach 1. Peach 
. Skin ; 2. Haze 
3. Ivory 3. Skin 
. Atmosphere 4. Vanity 
5. Haze 5. Atmosphere 


PROPPER-McCALLUM 


. Beige Clair 1. Rachelle 

. Rachelle . Biscuit 
3. Yarro 3. Yarro 

. Biscuit 4. Beige Clair 
5. Sunmode 5. White 


QUAKER 
. Naive 
. Beige Clair 
3. Plage 
. Sunglow 
. Muscadine 


ROLLINS 


1. Beige Clair 
. Champagne 
Plage 


. Beige Clair 
. Champagne 
. Plage 


: 3 
. Grain 4. White 
5 


. Light Gunmetal . Grain 


ROMAN STRIPE 


. Muscade 1. Wrought Iron 
. Suntan 2. Nocturne 

3. Eggshell, 3. Crystal Beige 
. Flesh 4. Mirage 
. Gypsytan 5. Sunbronze 


. Beige Clair 

. Ivoire 2. Beige Clair 
3. Rosador 3. Ivoire 

. Blonde Dore 4. Plage 

. Plage 5. Rosador 


. Cuban Sand 


. Beige Clair 
. Pancho 

3. Plage 3. Ivoire 
. Grain 4. Pancho 
. Ivoire 5. Grain 





Sheer Service 


ROMILLA 


. Sunbask 1. French Nude 
. Beige Clair 2. Tanray 

3. Tanray 
. French Nude 
. Ivoire 5. Beige Clair 


3. Rachelle 
4. Ivoire 


ROSIANE 
1. Blonde Dore 


RUBY RING 


. Plage 1. Beige Clair 
. Dream Pink 

3. Light Gunmetal 3. Light Blonde 
. Rosador 4. Dream Pink 
. Blonde 5 


2. Ivoire 


. Muscadine 


SOCIETY MAID 


. Ivoire 1. Beige Clair 
. Beige Clair 

3. Breezee 3. Breezee 
. Sunbask 4. Sunbask 
. Eggshell 5 


2. Ivoire 


. Eggshell 


TITANIA 


. Grain 1. Spanish Nude 

. Spanish Nude 
3. Ivoire 3 

. Beige Blair 4. Beige Clair 

. Plage 5 i 


2. Grain 
. Plage 


. Ivoire 


TREZUR 


1. Boulevard 
Nude 2. Miami 


3. Grain 3. Sunbasque 
. Peach Skin 
. Havana Beige 


4. Atmosphere 
5. Mimosa 
TRIUMPH 


1. Beige Clair 
2. Plage 








Sheer 


. Suntan 

. Gypsy Tan 
3. Naive 

. Plage 

. Beige Clair 


Service 
VALCORT 


. Gypsy Tan 
. Afternoon 
3. Elephant 

. Breezee 
5. Naive 


VAMP TOE 


. Biscayne 
. Breezee 

3. Maple Beige : 
. Creole Beige . Ming 
. Eggshell 


VA 


. Beige Clair 
. Grain 
3. Plage 
. Soliel 
. Ivoire 


. Maple Beige 
. Breezee 
. Boulevard 


. Creole Beige 


NITY FAIR 


1. Beige Clair 
2. Grain 

3. Plage 

4. White 

5. Afternoon 


VAN RAALTE 


. Lustre San 

. Eggshell 
3. Sunray 

. French Nude 

. Champagne 


. Beige Clair 
. Ivoire 

. Plage 

. Dream Pink 
. Champagne 


1. Champagne 
2. Lustre San 
3. White 

4. Eggshell 

5. French Nude 


WAYNE 


1. Beige Clair 
2. Ivoire 
3. Plage 
4. Dream Pink 
5. Champagne 


WESTCOTT 


. Beige Clair 

. Atmosphere 
3. Muscadine 

. Ivoire 

. Allure 


1. Beige Clair 

2. Ivoire 

3. White 

4. Light Gunmetal 
5. Mistery 





WHO’S WHO IN 


News of the Market 


HOSE 


HREATENED legal action in the grenadine pat- 
ent situation developed into a reality late in July 
with the filing of suits by the Westcott Hosiery Mills, 
holders of the Young patent on the manufacture of 
grenadine stockings, against Julius Kayser & Co. and 
the J. R. Beaton Co., manufacturers and wholesalers, 
and Rich’s Inc., and the J. Regenstein Co., Atlanta re- 
tailers, for alleged infringement of the patent. 
Previous to the institution of the suits by Westcott, 
the committee of mill men, under the chairmanship of 
William Meyer of the Apex Hosiery Mills, made pub- 
lic announcement of their intention to invite suit by 
Westcott in an effort to have the patent cancelled. 
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The Westcott suits were filed in the U. S. District Court 
in Atlanta. 

An array of legal talent has been retained by the 
defendants, including Charles Hardy, New York; 
Judge H. M. Morris, Wilmington, Del., and Harold 
Hirsch, Atlanta. Judge Morris recently resigned as 
United States District Judge. 

Representing Westcott in the legal action are How- 
son & Howson, New York, and J. A. McFarland, of 


Dalton, Ga. 


Society Maid Hosiery Co., Inc., has established a 
salesroom on the ninth floor of the Merchandise Mart. 





LOTUS CALF 
For Men’s and Boys’ Dress Shoes 


SANDRA CALF 
(A Glace’ Calf Product) 
For Women's Fine Shoes 


BLACK CALF 
Velour, Seda and Mat 
Velours for women’s footwear 
Lotaline and Velour 
for Men’s wear 


PATENT SIDES 
For Men's formal wear, children’s 
and women’s footwear 
ELK VEAL SIDES . . VELO SIDES 


For Children’s and General 
Sports Wear 


Sample cuttings sent 


upon request 

















LOTUS VEALS . . SCOTCH 
GRAIN . . WINTER 
GRAIN VEALS 


For Men's and Boys’ Heavier 
Type Shoes 


ELK SIDES . . SKI GRAIN. . 
WATERPROOF SIDES 


For Heavy Duty . . Hunting . . 
and General Utility Wear 


BRIGHTON SIDES 


For Semi-dress and slippers 


NOSOAK SOLES 
Bends and Butts 
RETAN SOLES 

Bends and Butts | 


PFISTER & VOGEL 
LEATHER COMPANY 


MILWAUKEE, WISCONSIN 


— 
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MISS MOLLIE F. HURLEY 








a Pad me 


—— 
“-. 


HE never-relaxing efforts of two genera- 
tions of expert craftsmen have made 


--> 


industry. To further extend Dunbar 
service we have added to our staff of experts 
Miss Mollie F. Hurley, noted footwear fashion 
authority 
an & 
Miss Hurley is now attending the style openings 
at Paris, and making a thorough study of fashion 
tendencies for the benefit of Dunbar customers 
a A 
Her observations at the Paris opening, together 
with a survey of footwear styles in this country 
will be distributed to the Dunbar clientele on her 


return from abroad. 












































DUNBAR PATTERN COMPANY 


BOSTON BROOKLYN ST. LOUIS PARIS 
BROCKTON MILWAUKEE TORONTO MONTREAL 


AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAL 
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Notice who wear them! 


The Executive 


WEARS UNITED CUSHION 
HEELS 
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PRESTIGE... 


on the finest shoes 


This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


ee —D” 


ubbAe ip 


CUSHION 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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ARE YOU READY 
FOR THE RUSH 
FOR SPATS? 


It is agreed by everyone that Fall 1930 will 
set a new record for Spat sales. In a very 
short time the Spat season will be with us 
again. Are you prepared for the rush? 

If you are carrying a liberal stock of 
“Standard” Spats you need have no cause 
for worry. “Standard” Spats are famous for 
fit — they are designed to produce a graceful 
line — to hug the vamp and the ankle. 

In the Fall the powerful “Standard” na- 


tional advertising campaign will be released in 


“SI ; 1 
e 
@ a ad all a , 
S P A T S 
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the Saturday Evening Post, Liberty, Vanity 
Fair and the’ New Yorker. As long as you 
are planning to sell Spats you might just 
as well sell Spats which are being adver- 
tised to millions of consumers — you misht 
just as well handle Spats that represent the 
outstanding value to both you and to your 
customer. In other words, you might just as 
well handle “Standard” Spats. If you have 
not stocked “Standard” Spats wire or write 


for samples. 


S. RAUH & COMPANY 
650 SIXTH AVENUE, NEW YORK 
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What's Your Most Perplexing Problem? 


Is It Profit, Style, Stock Control, Selling ? 
Ask the Problem Adviser 


[CONTINUED FROM PAGE 29] 


As to the capital required to operate such a business, it 
would seem that at least $50,000 would be necessary to 
fit up the store, install an adequate stock and keep lia- 
bilities within reasonable figures during the first few 
years until earnings provided the total capital necessary 
to be a “paid up” store. 

\\ith $50,000 of active “at-the-risk-of-the-business”’ 
capital invested at the outset, the financial statements 
for ‘hree successive years, assuming that earnings would 
be Ic ft in the business, would be as follows: 

Third Year 
$50,000 
20,000 20,000 


10,000 15,000 
2,000 2,000 


$72,000 $87,000 
25,000 17,000 


$50,000 $47,000 $70,000 


Probably 10 per cent of the $200,000 volume would 
be in findings and sundries, leaving $180,000 for shoes. 
Assuming that the three major prices would be $8, $5 
and $3, the probability is that the middle price would be 
60 per cent of the sales with 20 per cent for the top and 
hottom grades. ; 

On such a basis the $180,000, second-year shoe volume 
would analyze something as follows: 

Cost to yield 
40% markup 
$4.80 


3.00 


Second Year 
$40,000 


First Year 
Tota! $35,000 
Fixtures 
Accounts 





Total assets $62,000 


Liabilities 








Net worth 


Total volume 
$36,000 
108,000 

36,000 
$180,000 

This would be a “retail pair average” of $4.75. 

Sales of $180,000 in shoes per year and 38,000 pairs 


would reduce as follows to monthly and weekly quotas: 


Total pairs 


21,600 
12,000 


Price 

$8.00 
5.00 
3.00 


Total 


Pair sales 
38,100 
15,000 3,175 
3,500 730 

In a business of this size the stock should turn at 
least three times. If fitting is made a specialty, as it 
must be to be a distinctive store and command good 
prices, the stock should not be expected to turn over 
three times. The figures below give some idea as to pair 
stocks vs. pair sales, also the number of lines required 
to show adequate sizes: 


Shoe sales 
Per year $180,000 
Per average month 
Per average week 


Number of Pairs per 
Lines Line 
50 50 
5.00 21,600 7,200 200 36 
3.00 12,000 4,000 133 30 


Another analysis as to the number of salespeople 


Average 
Stock 
2,500 


Annual Pair 
Sales 
4,500 


Pric: 
$8.00) 
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required and the amount to be paid them might be ap- 
propriate at this point: 


First Second Third 

Year Year Year 
Number of salespeople 8 10 12 
Average wage per year $1,800 $1,850 $1,850 
Total regular payroll 14,400 18,500 22,500 
Extra payroll 1600 1,500 2,500 
Average individual! annual sales quota.. $18,700 $20,000 $20,830 


These figures are naturally based on definite estimates, 
assuming certain definite conditions, but at least will 
point out some of the operating, financial and stock 
phases of such a store. In every case we have tried to 
make the figures conservative. Of course, there are items 
such as taxes, depreciations and other items which would 
occur in the second and third years, which would have 
to find their place in the expense account. 

As to fitting up the store, that opens an even wider 
range of territory than the figures. We do not believe 
that any one letter could attempt to cover this phase, too. 
The issue of Boor AND SHOE RECORDER to which you 
refer contains some excellent suggestions. Again, no 
better first-hand knowledge could be obtained than by 
visiting two or three of the outstanding juvenile stores 
in the country, such as Foster’s in Chicago, Fyfe’s in 
Detroit, Geuting’s at Philadelphia, Krupp & Tuffly’s at 
Houston, Stendal’s at Minneapolis, or Potter Shoe Co., 
Cincinnati. 

I believe that in the children’s department the em- 
ployment of women clerks should be seriously consid- 
ered. Also that one of the standard X-ray machines has 
a human interest as well as a very practical use. If 
the store is to be a complete institution, the question of 
standard orthopedic practice should be included. 

Concerning the fitting up of playrooms and play de- 
vices, this can be carried to extremes, with harmful and 
not helpful results. That the youth as well as the parent 
needs to become interested in the store equipment is true, 
but expensive equipment of a playground nature is not 
usually sales building. The same idea can be carried 
out in the nature of the fitting stools, chairs and other 
usable equipment. 

One idea from the Foster store in Chicago always 
struck the writer very favorably, namely, the adoption of 
benches wide enough for two people instead of chairs. 
This gives exclusiveness to mother and child, and single 
chairs do not provide this. 

The very fact that in the usual general store the 
children’s department is usually something to be endured 
rather than cultivated, spells opportunity for just such 
an exclusive juvenile store. 





tradi 
busin 
weig! 
relief 
with 
Chica 
to the 
dema 
Ju 
vario 
and 
is gré 
pressi 
decide 
likely 
ment. 
take < 
situat 
mid-J 


that rings your cash register of 


The keynote of fashion for Fall is...sim- and color without shouting or tumult. [n- 
plicity ... and CHIX Fashioned Footwear geniously designed, expertly lasted, the new 
sounds just the proper tone. You'll find in CHIX have already won enthusiastic praise 
this season’sCHIX the quiet designs inrubber from merchants to whom advance sam))les 
and fabric that bespeak the ultimate in style have been shown. 





Illustrated: The ENSEMBLE, TALON concealed slide fastened all-rubber gaiter... wood-cut 
design finish ... graceful up-or-down cuff...available in Congo Brown or Ebony Black... 
both net and fleece linings . . . extremely light weight. The Ensemble and other CHIX 
models illustrated and described in a new brochure, now in preparation. Write for it. 


CONVERSE Lubber 


DEPT. B. S. 22, MALDEN, MASSACHUSETTS 
Branches: CHICAGO, 3932 So. Lincoln St. NEW YORK, 101 Duane St, MINNEAPOLIS, 646 Stinson Blvd. 
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Chicago Trade 
More Cheerful 
Over Outlook 


CuicaGo (UTPS)—Firm but. devoid 
of spectacular movements, charac- 
terized the wholesale and retail shoe 
trade of Chicago during the past week. 
Volume held steady in comparison with 
the previous week but remained behind 
the corresponding period of last year. 
Extremely warm weather favored 
trading and much of the past week’s 
business was in the lightest summer 
weights. Hundreds of thousands sought 
relief and comfort at the beaches, and 
with the present fad for beach pajamas 
Chicago merchants added tremendously 
to their sales totals through the heavy 
demand for sandals and clogs. 

Judging by reports received from 
various department store shoe sections 
and leading retailers, the conviction 
is growing that the worst of the de- 
pression has been seen and that any 
decided change in general conditions is 
likely to be in the direction of improve- 
ment. Everywhere a _ disposition to 
take a much more cheerful view of the 
situation is noted. It is pointed out that 
mid-July can hardly be expected to 
usher in a trade revival. 

Aggressive sales campaigns mark the 
efforts of shoe dealers to keep their 
sales volumes up to somewhere near 
normal for the summer. White staged 
somewhat of a comeback due to the 
warm weather but the demand for it is 
not nearly as great as earlier in the 
season. Beige, tans and browns are 
very popular, and black mat kid is an 
exceptionally good seller in spite of the 
high temperatures. 

O’Connor & Goldberg this week pre- 
sented a new and smart style. “Black 
with white—for early autumn,” pre- 
claimed a large advertisement, “Shadow 
BLACK . . . artistically and rather 
sparsely dashed with white ... and 
you have the newest and smartest fash- 
ion in footwear.” On most models the 
white is confined to the quarter or the 
foxing, while the remainder of the shoe 
is of black kid. It makes a contrasting 
and snappy shoe and reports indicate 
that it will prove extremely popular. 

In conclusion it may be stated that 
most observers of the shoe trade are 
inclined to take a more hopeful view of 








the future, feeling that buying interest 





will develop. 
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Discuss Tariff Increase Proposal 


Speakers at Conference of New England Shoe Manufacturers 
Called by Massachusetts Industrial Commission See 
Opportunity in Flexible Clause 


Boston, Mass.—The opinion that the 
flexible provision of the new tariff law 
may be invoked to increase the import 
duty on footwear from 20 per cent, as 
written into the act, to 30 per cent, 
which now is believed necessary, was 
expressed by two speakers before a 
meeting of New England shoe manu- 
facturers held this week in the State 
House under the auspices of the Massa- 
chusetts Industrial Commission. Com- 
missioner Thomas J. O’Hara, active in 
assisting in the framing of the new 
tariff act, and Congressman William P. 
Connery, Jr., of Lynn, were the two 
who voiced the opinion, the latter bas- 
ing his on an investigation now being 
conducted in New England by experts 
of the Tariff Commission at Washing- 
ton. 

A representative gathering attended 
the meeting which had been called for 
the purpose of devising ways and 
means whereby Massachusetts manu- 
facturers may take the fullest possible 
advantage of conditions which now 
seem more favorable to them than be- 
fore the passage of the act imposing a 
duty on incoming shoes. 

Various speakers stressed the neces- 
sity for research work, with particular 





A. H. Geuting Off for 
Europe 


Philadelphia — A. H. Geuting, 
president of the National Shoe 
Retailers Association, sailed for 
Europe on Wednesday of last 
week on the Europa, accompany- 
ing the Mayor of Philadelphia 
and party. Mr. Geuting expects 
to spend some time in Paris and 
to visit Berlin, Bremen, Vienna 
and Czecho-Slovakia. 

During his stay abroad, Mr. 
Geuting will make a careful study 
of European shoe trade condi- 
tions, both from the economic and 
fashion standpoint. 














reference to marketing analyses, and 
the possibility of a cooperative effort 
along these lines was informally dis- 
cussed. It was pointed out, also, that 
the annual convention of the Federa- 
tion of National Farm Bureaus, to be 
held in Boston next December, offers 
the industrial East an opportunity of 
meeting and getting to know the farm- 
ing West and of each acquiring a bet- 
ter understanding of the other. 

Thomas F. Anderson, speaking for 
the New England Shoe and Leather As- 
sociation, and Alfred W. Donovan of 
E. T. Wright & Co., Inc., of Rockland, 
Mass., both pointed out the necessity 
of cooperation among all branches of 
the industry and the sense of the meet- 
ing was summed up in advance by ™r 
Anderson, who recommended, first, tnat 
efforts be made to better conditions 
now existing between employer and em- 
ployee; second, that a close study be 
made of modern merchandising meth- 
ods; third, that tanners and manufac- 
turers arrive at a sympathetic under- 
standing of one another’s problems; 
fourth, that there be manifested a 
more serious interest in export trade; 
fifth, that there be a greater willing- 
ness to support trade associations; 
sixth, that there be more and better 
advertising of New England shoes and 
New England leather. 

The meeting was presided over by 
Bradbury F. Cushing, manager of the 
Boston Statler Hotel and recently ap- 
pointed chairman of the commission. 
Another meeting will be held in the 


near future. 


Record Output for Bata 

NEw YorK—According to reports 
from Czechoslovakia, the Bata Com- 
pany factories have reached a new 
production record of 102,000 pairs of 
shoes a day. The number of employees 
in the group of factories has increased 
3400 since the first of the year. 

The Bata concern is a leader in mass 
production in Europe, and has been 
aiming at a goal of a daily output set 
at 100,000 pairs of shoes, as mentioned 
recently. 





UZMA CORPORATION || 


GOLO SLIPPER COMPANY Factors ||||| 














OFFERS 


A NEW LINE OF WOVEN SANDALS 
TO RETAIL AT $3.00 and $4.00 
NO CUSTOMS FORMALITIES 
DELIVERED TO YOU DUTY PAID 
SAME AS BUYING AMERICAN SHOES 


In addition to the Famous Deauville Sandal line, we offer this new 
high grade sandal for volume selling through the Uzma Corporation 
so that your every requirement for woven sandals is taken care of 
without customs worries from New York City. 





This new line, priced below the trade-marked Deauville line, repre- 
sents real shoe values for your customers and features items of 
imported origin, with big sales possibilities for you. 


REMEMBER—You buy on the same basis as you buy American 
made shoes. No charges for custom house entry, cartage transfers 
or other incidental charges. You pay after you have your shoes and Poagiat 
have seen them. All merchandise shipped F.O.B. railroad station, = A 
New York. towar 
the ©3 


GOL SLIPPER|||F i 
COMPANY | Je 


were 


129 DUANE ST. NEW YORK, N. Y. ||) |||) Begins; 
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The Same Fast-seller movin 
at New Low Prices WHITE WHITE cheap 


the lov 
© LINENS KIDS under 


* factor 
WE HAVE ANTICIPATED more 
: ’ THE LATE DEMAND from 
needs by offering this DON’T LOSE ANY SALES peed 
popular, fast-selling Pump WE HAVE THEM gw 


rices. Increased sli 
at lower peice The “MADE IN PHILA. BY MASTER CRAFTSMEN” _—_ 


sales have lowered pro- . ant 

: egent ' prices. 
duction costs, so that you, Cc. S. GIBBON CO., Inc. firm 1 
too, may benefit by our new merchandising plan. a 54 No. 4th St. Phila, Pa style 
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= antiqu 
White Satin Junior only WEST BETWEEN The 


Black Moire —~ Spike 35TH T H E 5TH AVE. on 
White Moire = Spike STREET AND BWAY. |B iy a 4 
Patent Leather Spike i ine 
Black Kid Spike i ." 
ae COLLINGWOOD | = 
Brown Kid Spike ~ sa 
White Kid Spike AA—C piters 

[B Grade Construction] smadiie 
Black Satin Spike and Junior The Ideal New York Hotel for Buyers higher 


Black Kid Spike and Junior 2.85 * * @ are so 
Patent Leather Spike and Junior $2. In the Heart of the Retail and Wholesale District better 

eral r 
White Moire Spike only * * © Mar 
RATES fashio 


MERCHANTS SHOE CO. From $2.00 Single to $12.00 Suites styles 


57 LINCOLN ST., BOSTON, MASS. SETH H. MOSELEY, Owner JOHN W. GANNON, Mg. Di oo 
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RECORDER readers. 


Madame Jeffries in Paris 


/J[ADAME HAMILTON JEFFRIES, fashion editor of BooT AND 
N SHOE RECORDER, is now in Paris, having sailed Thursday of 
last week on the French liner Lafayette. 
hensive study of the trends in fashions for the coming season, with 
particular reference to their effect on shoe styles. 
openings of the important couturiers and thereby obtain a complete 
picture of the coming fashions which she will report to the readers 


Madame Jeffries will return early in September, bringing with her 
a wealth of information and new ideas about shoes, leather and fashion 
developments which will be of the greatest interest and value to 


She will make a compre- 


She will attend the 
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Styles Conservative, Prices Puzzling 


Increased Production on Low Grades and Also in Higher Price 
Ranges in New England Factories 


BostoN—Styles are going conserva- 
tive when they looked as if they were 
going radical. Of late, the swing 
toward conservative shoes has gone to 
the extreme. Blacks are everywhere. 
In seme shops there are nothing but 
black shoes in the making. A year ago 
this ‘ime, in the same shops. there was 
nothing but colors. The blacks were 
gaining when it looked as if the colors 
were the whole show, and _ they’ve 
gained so much that possibly they have 

dalle | and darkened the fields of sales. 
The profit and the turnover on blacks 
isn’t as good as that on colors. A 
change is coming. When anything gets 
too common, the leaders desire some- 
thing different by which to set a new 
ace. 
' Prices are another puzzle. They’re 
moving both ways. Shoes are both 
cheaper and higher in price. 
the low grades are being made. Prices 
under $1.50 a pair are quoted at the 
factories again. On the other hand, 
more of the fine grades, to retail at 
from $7.50 to $10 a pair, are being 
produced. It used to be that prices of 
shoes were governed by prices of hides 
and leather. But the quotations on 
familiar raw materials are no longer 
a reliable barometer. Demand fixes 
prices. When demand increases, prices 
firm up. Style influences prices. A 
style that is new and attractive is 
worth good money. A style that is 
obsolete is of little value even as an 
antique. 

The matter is fundamental, and fa- 
miliar. But action on it isn’t what it 
might be. Buyers seem to be obsessed 


by a feeling that commodity prices are | 
going down and down and that shoes | 


are moving toward the zero mark. 
Constructive effort in building up 
prices, grades and sales isn’t what it 
used to be. Not much is 
higher standards. True enough, there 
are some exceptions. 


eral rule. 
Mannish types are mentioned in 
fashion forecasts. Have 


efforts to secure lightness of looks, the 
several types of shoes, chiefly the welts 
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More of | 





heard of | 
grading the shoe trade up to new and | 


But it would be | 
better if the exceptions were the gen- | 


women’s | 
styles been lightened up too much? In | 


| promise to 
and the McKays, have been robbed of | 


their distinctive characteristics. They 
look alike. Similarity isn’t good for 
the shoe business. Individuality is bet- 
ter. A shoe of outstanding character 
is a shoe of outstanding value. 
Nothing stands still in the world of 
footwear. But every shoe, and every 


item of shoemaking and shoe merchan- | 


dising always rests on a basis of real 
value. 


William J. Martinez Dies 
in Maine 

SoutH BERWICK, ME.— William J. 
Martinez, 
shoe house of W. J. Martinez & Bros., 
New Orleans, La., and for years one of 
the best known and most popular 
wholesale shoe buyers of the country, 
died Friday, July 18, 
arms Inn, three miles out of the city 
of Saco, Maine, where he and his wife 
had planned to spend the summer. 


Mr. Martinez made several trips ev- | 


ery year to Boston and other New 
England markets, and his winning per- 
sonality and admirable character made 
many firm friends. He derived keen 


enjoyment from hunting and fishing in | 


Maine, where he was a frequent vis- 
itor. He was born in New Orleans, 
March 18, 1863, and retired from busi- 
ness in 1922. For about two years he 
had been in ill health, and the imme- 
diate cause of his death was heart 
trouble. 

A brother, Richmond Martinez, came 
to Saco and returned to New Orleans 
Tuesday, July 22, with the body. The 
funeral services were held July 25 
from the home at 4 Newcombe Boule- 
vard, New Orleans. 


Semi-Annual Sales 


Under Way 


KANSAS City, Mo. (UTPS)—Most 


of the shoe stores and shoe departments | 
| are having their semi-annual sales at | 
this time and in the majority of cases | 


these are going well. With the move- 
ment of summer merchandise in regu- 
lar stock, the sale lines this month 
compare well with last 
year. 





formerly of the wholesale | 


at Conforth | 

















Settle the 


Arch Problem 


once and for all time 
in your store. 


The only way to make sure profits 
is to have a sure shoe—one that 
you can depend upon to give satis- 
factory relief to arch trouble. Write 
us for details about an exclusive 
Musebeck agency for your trading 
territory. 


Copyrighted 
Pat. 


Pend. 


THE LONGITUDINAL ARCH 

(A) A thick insole with wedged heel 
seat supporting the oscalsis bone and 
center gravity of the body weight. 

(B) A special, wide, strong, guaran- 
teed Arch Support shank, wedge shape 
at heel, supports the inner and outer 
Longitudinal Arch. 


Combination 
Last 


No. 60 Evans Black Ruby Kid 
$60 Same as above with Arch Sup 
Insole 
65 Benz Brown Kid 
80 Black Kaffor Calf 
85 Tan Kaffor Calf 
Combination Blucher Oxford 
060 Evans Black Ruby Kid $4.50 
$060 Same as above with Arch Sup. 
Insole 
065 Benz Brown Kid 
080 Black Kaffor Calf 
085 Tan Kaffor Calf 


Terms 2% 20 Days, 30 Days Net 


SHOE COMPANY 


DANVILLE, ILLINOIS 
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OLIVER MAISAK 


Distinctively 
Fine Footwear 


ANNOUNCING Pedigo-lake Shoe Ca 


Its officers and department heads 


S. G. PEDIGO 
Vice-President 


R. F. SCHMITTGENS R. B. WADDINGTON 
Treasurer Secretary 


0. G. ADAMS 


A Record of Continuous Progress 


This company, organized and incorporated eighteen years ago 
(with its founder remaining as the active head) was first in 
the St. Louis market to design and manufacture women’s High- 
Style footwear—the pioneer in this field. 

The change which has now been made in the corporate name 
—from PEDIGO-WEBER SHOE CO. to that of PEDIGO-LAKE 
SHOE CO.—in no way whatsoever alters any phase of the com- 
pany’s fundamental or basic set-up; the purpose of the change 
being solely to more intimately identify the personnel now 
actively associated with and responsible for the management, 
operations and general activities. A name significant and mod- 
ernized, fitting the present regime. 

Our program is definite. It calls for a product wholly 
responsive to the utmost needs in fashion and quality merchan- 
dising—and without involving a price premium. The individual 

forces in our organization are 
specialized experts in their as- 
signed work. This combination 
not only sustains an established 
leadership, it marks a new era of 
unceasing and _ ever-increasing 
prestige and progress for our com- 
pany and its select clientele. 


J. J. TADERICK OSCAR HANKE G. B. FOSTER 


Pedigo-[ake Shoe Co. *¥.2": 
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A progressive force of fashion-wise | 
merchandisers—ready to serve promptly and well “TY” 


TOP ROW 
(Left to Right) 
GEO. C. GEISSLER 
MARTIN W. SCHEAFF 
S. W. WATJEN 
Cc. A. (STEVE) BRODIE 





CENTER ROW 
(Left to Right) 
H. C. GROENEWALD 
J. ROSS WILSON 
WM. E. SMITH 
W. FRANK CORRICK 





LOWER ROW 
(Left to Right) 


W. TED SHAW 
JACK GHIO 
W. R. CAIN 

L. A. GERLAND 











A model of America’s most modernly equipped and economically arranged 
shoe factory. Advanced methods of supervising highly skilled craftsmen creates 


in this plant a product of ultra fine quality. 
Saint Louis 


Pedigo-Lake Shoe (So. Missouri 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 






























50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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EMERSON SHOE MFG CO 
ROCK AND, MASE 
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() M. A. PACKARDCO., Makers 
BROCKTON 











AURICE A. 
WEISS, who 
resigned about two 
months ago as 
vice-president of 
Strassburger- 
Styles, Inc., manu- 
facturers of wo- 
men’s shoes, of 
Brooklyn, has 
joined the sales 
staff of the Inter- 
national Shoe Co., 
of St. Louis, for 
e whom he will es- 

Maurice A. Weiss tablish agencies 

for the Vitality 
line in the New York district, includ- 
ing Greater New York City, New Jer- 
sey and Long Island. 

Mr. Weiss has just returned from a 
visit to the factory and declares him- 
self most favorably impressed with the 
line, which already is being featured by 
high grade retail shoe stores through- 
out the West. 

“Mr. Weiss is well known in the shoe 
trade. both manufacturing and retail, 
and especially so in the New York ter- 
ritory where he has lived all his life. 
He was for some years buyer and 











general manager for Camineyer, leav- 
ing that position to become buyer for 
the Stern Brothers shoe ‘departments. 

He severed this connection to enter 
the manufacturing field with Strass- 
burger-Styles. For several years he 
was chairman of the women’s styles 
committee of the National Shoe Re- 
tailers Association. 





HARLES A. JAMES, for more than 

30 years a shoe salesman in the 
Old Colony district, the last 20 of which 
he was connected with the Lewis A. 
Crossett Co., Inc., formerly of North 
Abington, but now of Augusta, Maine, 
died recently at his home in Woods 
Hole, Mass. He was sixty-four years 
old. About ten years ago he retired 
and opened a restaurant near the 
wharf at Woods Hole. Since making 
the Cape his home he has been prom- 
inently identified with many civic ac- 
tivities. He is survived by a wife, 
three daughters, the Misses Mary, 
Eleanor and Edna James, and a son, 
Alfred. He was a native of Charles- 
town but funeral services and burial 
were in Woods Hole. 





RNEST BANDLER, formerly an 

importer of woven shoes and more 
recently in charge of sales for the 
Chekko Braided.-Sandal Corp., has 
been appointed general sales manager 
for the F. S. Kauder Shoe Co. of 309 
Flushing Avenue, Brooklyn, manufac- 
turers of women’s, misses’ and chil- 
dren’s welts and turns. The appoint- 
ment of Mr. Bandler is in line with 
the policy for expansion recently 
adopted by the Kauder Company. They 
are planning a complete nation-wide 
display with agencies in all cities. 





HE membership committee of the 
National Shoe Travelers’ 


mation of a new local, 
quarters in Peoria, Ill. There are a 
large number of travelers who make 
this city their headquarters. 
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Associa- | 


| tion is making plans to help in the for- 
with head- | 





The Traveling Shoe Salesman 


RED GRUBE, 

who was for- 
merly assistant 
manager of the 
footwear depart- 
ment in the Mil- 
waukee branch of 
the United States 
Rubber Co., is now 
manager of the 
footwear sales de- 
partment in the 
Syracuse branch 
of the same com- 
pany. 

Mr. Grube has 
been active in the 
Wisconsin Shoe Travelers’ Association 
and has a host of friends in all 
branches of the trade in the Midile 
West. He made his start in the shoe 
business with the Beals & Torrey Shoe 
Co. in 1909 and became associated with 
the United States Rubber Co. in 1925, 
first as a salesman covering eastern 
and southeastern Wisconsin. Later he 
was promoted to the position of assist- 
ant manager of the Milwaukee branch 





Fred Crube 





ALESMEN for the Mishawaka Rub- 

ber & Woolen Manufacturing Com- 
pany, Mishawaka, Ind., met at the fac- 
tory Aug. 1, and are now in the field 
showing advance styles in new colors 
and designs of canvas sport shoes for 
tennis, basketball, etc., for the 1930-:)1 
season. 

There is a wide variety of styles and 
prices in this line from childs’ oxfords 
to professional basketball shoes. The 
advance orders booked last year on the 
fall trip enabled the factory to give 
customers unusually prompt service «at 
a time when there was a keen demand 
for the spring trade. 

Ball-Band salesmen are also booking 
orders for fall delivery of any items 
in their line. 





ILLIAM W. MacARTHUR is rep- 

resenting the Vulcan Corporation 
on men’s lasts out of the Brockton, 
Mass., plant, known as the Mawhinney 
Branch of the Vulcan Corporation. Mr. 
MacArthur was with the Goodyear Tire 
and Rubber Co. for several years prior 
to his association with the Mawhinney 
Last Co. before it became a part of 
the Vulcan Corporation. 

It was also announced at the Vulcan 
Corporation offices in Portsmouth, Ohi, 
that Albert C. Wyman, formerly with 
the Pike Mfg. Co., Parker-Young Co.. 
Vermont Last Block Co. and Conwa: 
and Newburyport wood heel plants of 
the United Shoe Machinery Corpor: 
tion, is now superintendent of the 
Portsmouth wood heel plant of t/ 
Vulcan Corporation. 





ERE CROWLEY, who has travele:! 

through New England for a numbe) 
of years, has joined the sales force «f 
the Red Wing Shoe Co. of Red Wing. 
Minn. He is now in his territory whi 
includes the States of Massachusett 
Rhode Island and Connecticut. H 
company plans to open an in-stock d 
partment on Duane Street, New Yo 
City soon, from which eastern account 
will be served. The Red Wing Sh 
Company manufactures a line of men’ 
boys’, youths’ and little gents’ wel' 


| and McKays. 
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| THE Number 1600 eyelet, with its 
moulded black and white cellu- 
loid face, is startling in its smart- 
ness . . . its snap expresses the 
tempo of the modern sports shoe 
... Visible Eyelets are one of the 
marked characteristics by which the 
wearer quickly judges the quality 
and workmanship of the shoe. 
The clinching surface of the new 
roll-back, invincible eyelet is as 
smooth as its lustrous celluloid 


fast-color face. Write for further 
particulars. 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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WHERE TO BUY 
Men’s Shoes 
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“A MAN’S DECISION” 


THE aw; 


Besten—183 Essex Street 
N. Y.—915-917 Marbridge Bidg. 
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WHERE TO BUY 


Women’s Shoes 
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Ultra-Smart Sandals 
Complete color 


combinations 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
33 West 27th St. New York 











WHERE TO BUY 





CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE ©O., INO. 
ffalo, N. Y. . STOCK 














Shoe Forms 


2 











Jatry Forms 
Sor Shoes and Hosiery 


made of white, 
transparent or colored 


. FAIRYLITE 
Shee Form Co..Ine., Auburn, N. Y. 

















WHERE TO BUY 


Store Fixtures 


HAVE YOU A COPY OF THE 


NEW GOODWIN CATALOG 


of SHOE STORE FIXTURES 
ind STORE INSTALLATIONS 


( I GOoOOoODw 


IN & CO., In« 








in the most desirable age groups, begins 
five miles from the downtown shopping 
center and extends outward for four- 
teen miles. No wonder that branches 
of the old established stores are spring- 
ing up along with stores that have 
moved from the city’s center and with 
the new stores of inspired hopefuls. 
They are nearer the people . . . rents 
are lower . parking is adequate 

. there’s no traffic congestion be- 
tween them and the homes of their 
customers. In the suburbs it is eco- 
homically possible to provide the room 
and the luxury which consumers de- 
mand in shoe stores. 

The migration of footwear outlets to 
the outlands is creating a new con- 
dition for wholesalers and manufactur- 
ers who sell direct. For one thing, it 
is taking more stores to do the same 
volume of business and these stores are 
becoming more and more scattered. It 
means more travel, more calls and more 
time on the road for salesmen. All 
this costs money and in the shoe field 
we do not yet see the compensating 
economy which has sprung up in some 
other lines. 

Take the grocery field for instance. 
The proprietary chains and the con- 
solidation of independents into volun- 
tary chains have reduced the number 
of salesmen required to cover the gro- 
cery trade by 17,500 with resulting 
savings which have chopped not less 
than $100,000,000 per year from the 
nation’s food bill. Voluntary chains 
represent, in 375 executive headquar- 
ters, 55,000 individual stores whose 
proprietors surrendered much of their 
individuality to secure the advantages 
of massed buying. Right here, the 
necessity for 54,625 calls in the first 
instance was eliminated. If larger fig- 
ures are more impressive, take the old 
average of a call every ten days and 
you. have an annual saving of 1,966,500 
calls! 

Carry on with the illustration to the 
inclusion of the proprietary chains and 
you see- 800 offices buying for 69;800 
stores. Under this group buying, one 
call by one salesman may cover as 
many as a thousand stores. 

So far, it has not seemed practical 
for shoe retailers to follow the example 
of the grocers on an extensive scale 
and adopt the plan of group buying. 

Neither have proprietary chains—ex- 
cept’ the stores of manufacturers— 
been especially successful. During the 
three years under consideration, all 
other chains have shown numerical in- 
creases. Shoe store chains have shown 
constant decreases. In the downtown 
districts of these cities of 100,000 popu- 
lation and over, shoe chains decreased 
almost 40 per cent. In suburban areas, 
the decrease was only 9 per cent but 
comparison of these two losses shows 
that the advantage of suburban over 
urban locations is 400 per cent . : 
for the particular classification. 

Whether the shoe trade, operating 
as it does under the peculiar imposi- 
tions of that time honored trio . 
style, comfort and service . . . can 
ever operate successfully in a mass 
movement such as now characterizes 
grocery and drug retailing is a moot 
question. If the 65,000 retailers of 
footwear in this country could con- 
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The Shift to the Suburb 


[CONTINUED FROM PAGE 21] 
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centrate their buying in 750 or 800 
offices, it is entirely possible that $100, 
000, 000 could be lopped off the expense 
sheet of doing the nation’s footwear 
business. The start has been made jp 
several places under varying conditions, 
but so far the movement has gained 
no special momentum and, at the mo. 
ment, gives no promise of gaining any 
of economic consequence. 

The most significant developmen: of 
the three years just past is the proof 
of the soundness of the policy of gradu. 
ally shifting the scenes of shoe retail. 
ing from the cities’ centers to the 
cities’ suburbs. I believe it entirely 
reasonable to predict that, within 
twenty-five years, a downtown shoe 
store in any of our great cities wil! be 
a rarity. The few that remain wi’! be 
highly specialized shops only, if the 
present course is continued. Only the 
injection of some entirely new social 
or economic element in our scheme of 
things can make the result any dif- 
ferent. 





Homan Shoe Co., Inc., Formed 


PHILADALPHIA—The Homan Baker 
Shoe Co. of Philadelphia, who were pro- 
ducers of a line of women’s kid turn 
boudoirs and oxfords sold the volume 
buyers, was succeeded on June 15 by 
the Homan Shoe Company, Inc. (ff- 
cers of the new company are Frank W. 
Homan, president, formerly of the or- 
ganization; Harry E. Eby, vice-presi- 
dent, also formerly of Homan Baker; 
Howard S. Rue, treasurer, formerly of 
J. Edwards & Co., and Clyde W. 
Homan, secretary. 

The new organization will greatly 
extend its line, including patent leather 
numbers and a wider variety of styles, 
will inaugurate a line of misses’ shoes 
down to the 11% to 2 run. The house 
will continue the policy of its pred- 
ecessor in confining its output to low 
cost merchandise and will, as hercto- 
fore, find its outlet with the larger 
buyers, the smallest unit of sale being 
case lots. 


Julius Grossman Appoints 
Advertising Agency 


NEw YorK—Julius Grossman, Inc., 
has appointed Leon H. Freedman, 25 
West Forty-fifth Street, New York, ad- 
vertising agency to handle the nationa 
advertising of that firm. Mr. Freed 
man will also handle the advertisin: 
of the Pedemode Shop at 660 Fift 
Avenue and the Julius Grossman store 
at 537 Fifth Avenue, both in New York 


City. 
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Establish Shoe Department 


INDIANAPOLIS, IND. — Establishment 
of a shoe department in Doty’s men 


department will be the exclusive loca 
dealers “for the French, Shriner 

Urner line of high grade footwear an’ 
will handle sport ‘lines as well as dre 
and business shoes. The departme! 
will be under the management of W. | 





Mouck. 


Boot AND SHOE RECORDER 
9 


combining THE SHOE RETAILER, Aug. 2, 193° 



































































furnishing store on North Meridian 
Street here, has been announced. Thic 
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United States 


Dear Tom Harding: 

We are just starting to build 
a juvenile shoe business and are 
very much interested in Keds 
aud in what Keds can help us do 
a'ong this line. Would you be 
w'lling to make some suggestions 
as to how we might capture the 
juvenile trade in our locality? 

(Signed) B & C 
Dear B & C 

| sure appreciate the letter you 
wrote me of July 2. This morning 
a very interesting set of papers 
caine across my desk. A large re- 
tailer, whose name I have been re- 
quested not to use in publications, 
had decided to tackle a complete 
Juvenile Department of coats, hats, 
shoes, etc. Opening announce- 
ments appeared in the papers, and 
they advertised in various ways, but 
the department was consistently a 
failure. They tried innumerable 
stunts, some very costly, but still 
the department failed to make 
money. 

What I am going to tell you 
now may sound almost like a fairy 
story, but it’s true nevertheless. 
The United States Rubber Com- 
pany, through its Keds Department, 
suggested using Keds to bring chil- 
dren and parents to the store. One 
of our standard Keds contests was 
the plan hit upon, and once again 
newspapers and other means of ad- 
vertising such as window displays, 
etc., were used. This time the re- 
sponse was instantaneous. The 
youngsters knew Keds, and they 
knew Keds contests. The name of 
this store coupled with Keds and 
Keds merchandising plans was 
enough. The department was put 
on a firm basis; not only was a 
Keds volume built, but a leather 
shoe and a clothing business that 
was remarkable. 

A letter of thanks from the 














Tom Harding 





General Merchandising Manager of 
this store is one of our treasured 
testimonials, not only because we 
received a substantial business, but 
also because we proved to these 
people that we had a service in 
Keds that was bigger than anything 
they had realized. 

I would suggest that you allow 
the Keds salesman to come around 
and show you the Second Idea 
Book, which is chock full of mer- 
chandising and sales plans for next 
year. In addition, if you are plan- 
ning to capture some of this Fall 
juvenile business, he can outline 
for you plans that have been 
worked up successfully by other 
merchants. Plans which will not 
only help you in your Keds volume, 
but also in your juvenile leather 
shoe business. I am asking our 
salesman to call. 


Dear Tom Harding: 

Several of the merchants in 
our town have been interested in 
what we have been hearing about 
Keds plans and Keds merchan- 
dising ideas. Have you anything 
definite to suggest? 

(Signed) J. H. T—— 
Dear J. H. T 

As I write you I am thinking of 
a town of 50,000 population where 
there were ten.merchants who ap- 
parently felt just as you do. They 
sent for the Keds representative 
and asked him what could be done 
to build the canvas shoe business in 
their community, and help them in- 
crease sales and profits. This sales- 
man suggested that they get to- 
gether and run a Keds Field Day. 
And they did! They showed the 
youngsters of the community that 
they were interested not only in 
selling them shoes, but in seeing 
these youngsters develop along 
healthy sportsmanlike lines. Our 
aid was asked as to expense, 





Rubber Company 


method, publicity, ete., to run such 
® n° Ws 

a Field Day, for there are a thou- 
sand and one things to avoid. 
Everything must be on a very high 
plafie, and squareness and fairness 
must be the keynote back of the 
whole plan. 

I haven’t the letter from the com- 
mittee manager in front of me, but 
as I ren.ember it, one of the things 
he congratulated our representative 
on, was the marvelous manner in 
which the whole affair was handied. 
As he stated, it brought credit to 
every merchant and every indi- 
vidual who took part in it.” 

Yes, it did build business, and 
bigger than that, it built a good will 
for these stores which—to quote 
from memory—the chairman said, 
“will live in the memory of every 
one of the 2,000 boys and girls who 
took part, as well as their parents 
and friends who enjoyed the day’s 
fun.” 

I am going to ask our local sales- 

man to get in touch with you. 
Possibly some of the merchandising 
plans from our Second Idea book 
will just fit the situation in your 
community. I know that Keds and 
Keds merchandising plans can do 
a real job for you. 
Problems like these are constantly being 
put up to Keds salesmen and are being 
answered in just the way these two re- 
plies written by Tom Harding have 
answered the problems put to him. Keds 
merchandising plans, Keds advertising, 
Keds letters are all building profits and 
increased sales, not only in the canvas 
shoe business but in other lines as well 
for those merchants who are alert and 
alive to what is going on. The Keds 
representative is out with his 1931 line 
and marketing plans. He will soon be 
in your store. Don’t fail to discuss 
Keds merchandising and marketing 
plans with him. Remember, not only 
will he be glad to help you, but the Ad- 
vertising and Marketing Departments of 
the United States Rubber Company will 
be only too glad to assist you in any 
way they can to increase sales. Wait 
for the Keds salesman! 


The bare statement that a line is popular is not enough. 
You must know that there is a definite demand for it—that it will move off your shelves. 
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Keds have that demand. Keds are asked for by name more than any other canvas rubber-soled shoe 


Adv. 











WHERE TO BUY 


Men’s @& Women’s 
Slippers 


g. HAND-TURNED 


LEATHER SLIPPERS 
IN STOCK 


Boston Office: 
207 Essex St. 
Room 203 



















Catalogue sent | 


on request. | 
| 
| 
| 








ABBOTT SHOE CO. ¢ 
NO. READING, MASS. 


> 











| 





An Absolute Fact 





| 





Prices: 
60c. to $1.65 
rer pair 
HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers on the market in the popu- 

lar price class. 
Catalog on Request 


VINCENT HORWITZ CO., Ine. 
64-76 West 23rd S New York City 














WHERE TO BUY 
Pullman Slippers 








PULLMAN SLIPPERS 
Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City | 

















WHERE TO BUY 
W ork Shoes 


A 6 A AF 


ea SALES OFFICE 
82 Lincoln Street, Boston, Mass. 


Goodwill Shoes 


For Hard Servi 





e and LonoWear 
) 











WB Work and Service Shoes In Stock 








Attractive Store in Northern Michigan 





























- ies 
Mh i - 
225 


Dishneau-Peterson Shoe Co. store at Ironwood, Michigan, one of the most up-to- 


date stores in the Northern Peninsula. 


Mr. Dishneau is standing at the right of the 


photograph 








Ultra Modern Shoe Shop 
Opened in Indianapolis 


INDIANAPOLIS, IND. (UTPS) — An 
exclusive shoe shop, ultra-modern in 
detail, 
floor of the William H. Block Company 
store. The shop was designed by a 
member of the Block staff. Decorations 
are in silver and black and the walls 
are striped with black. The shop gives 
an impression of depth and harmony. 
Two deep oval mirrors are set in the 
walls and the effect of the black and 
silver combination is heightened by 
black velvet curtains. 

The shop will feature footwear at a 
price range from $10.50 to $22.50. 
J. J. MacAllister is manager. The shop 
was designed by A. Roder, who re- 
cently won the international display 
contest. The shop itself nestles be- 
tween two winged cylindrical pillars 
that extend far out, giving a lovely 
impression of depth and harmony. The 
pillars, as well as the walls, are striped 
at easy intervals in black. The fur- 
nishings, being modern, are cut to sim- 
plicity—low, deeply cushioned chairs 
with gay upholstery, matching daven- 
ports and low, softly glowing lamps. 


40,000 Pair Order Placed at 
Picnic 

LyNN, Mass.—Harold Phifer, buyer 
for the Wise stores, was a guest of 
employees of Daly’s Golden Rule Shop 
crew, at Centennial Grove, and as a 
contribution to the festivities offered 
an order for 40,000 pairs of shoes, and 
a promise of an additional order for a 
like amount in the near future. The 
picnic was attended by 1500 persons, 
and the story is told in the familiar 
phrase “a good time was had by one 
and all.” 








Correction 


Through an error in the advertise- 
ment of Sachs & Vigorith, Inc., Cincin- 
nati, in the July 12th issue of Boor 
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has been placed on the second | 





} AND SHOE RECORDER, the price of th« 
kid lined slipper in all colors with 
Cuban heel was quoted at $3. This 
slipper is in stock in A, B and C widths 
at $2.85. 


Wm. H. Black Co. Installs 
Exclusive Shoe Shop 


INDIANAPOLIS, IND. — William H. 
Block Company department store has 
just installed on the second floor an 
exclusive shoe shop, ultra-modern in 
detail. The shop was designed by a 
member of the store’s staff, A. Roder, 
who recently won the international 
display contest. It nestles between two 
winged cylindrical pillars that extend 
far out, giving a lovely impression of 
harmony. Decorations are in _ silver 
and black, and the walls are striped 
with black, giving the store an im- 
pression of depth and harmony. 


New McKay Concerns 


LYNN, MaAss.—Gray Shoe Mfg. Com- 
pany, Inc., starting at 232 Market 
Street, to make women’s novelty Mc- 
Kays, was recently incorporated with 
a capital of $20,000 by Gussie Swartz, 
president; Louis Greay, treasurer, and 
J. Shapiro, director. 

Apollo Shoe Company, new at 9 
Harrison Court, is ie ‘women’s 
novelty McKays. It is incorporated, 
with a capital of $50,000, and Joseph 
Polo is president and Sam W. Finkel- 
stein is treasurer. 











Burdett’s New Factory 


LYNN, Mass.—Burdett Shoe Co., 
starting its new shop in the Dearborn 
Building at 463 Union, is making 
growing girls shoes for immediate de- 
livery as well as for its stock depart- 
ment. The new shop has a number of 
advantages over the former factory. 
Present production shows about 80 per 
cent patent leather. Edgar U. Burdett 
is on a tri through the west. L. F. 
Burdett will start in the early fall for 
his regular trip to Texas. 
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The Line 

of least 

Sales Resistance 
is the 

most profitable— 








and that is 





he 


‘| ENNA JETTICK 


. Twice every week, the ENNA JETTICK message is heard by countless 
aS thousands of radio-listeners— 


Se and the ENNA JETTICK message is seen and read with ever-increasing 
a frequency in daily and Sunday papers throughout the country. 


ry 
al 





pg Pacific Coast Broadcast every Sunday Evening 
in addition to our regular Sunday and Tuesday Programs 


| is 2 


a ~ 2 | 


4 mR 








- me SHOES FOR WOMEN gre 

h ENNA YOU NEED ENNA 

4 JETTICK NOM Re), (ce) 4:1 JETTICK 

9 Melodies BE TOLD Songbird 

? Sunday Evenings THAT YOU Tuesday Evenings 

h WIZ HAVE AN WEAF 

l- and Associated and Associated 
Stations EXPENSIVE Stations 




















FOOT 






AAAAA to EEE-Sizes 1 to 12 


: Dunn & McCarthy, Inc. 


Auburn, N. Y. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


6 ee ee 


eee 


Turns only— Dana 
Cetelog @® =a STOCK 


Ne. 434—Tan 
Kid Everett 
$2.65 








L. B. EVANS’ SON CO., Wakefield, Mass. 
CS cecccccccccccccccooooe’) 


EN’S FINE 

HAND TURNED 
a SLIPPERS 

—— 
Prices from 


$2.15 to $3.50 w. S. ae ~ & SONS 
Haverhill, Mass. 


Beston Office: Room 501, Statler Bldg. 














Boudoir Slippers In Stock 
tas | VALUES 
Kid Turns. " 
“Every Pair 
Guaranteed”’ 


SCHWARTZ & HERDER, INC. 








aa eet. in Comfort & Ballet Slippers 
Ith St., Philadelphia, Pa. 








IN-STOCK In Brown-Black and colors. 
MEN’S OPERA Combining style with com- 


SLIPPERS fort. Produced by the 
manufacturers of 


Poel, 


Samples and prices Pullman Slippers. 
on request Nationally known. 
SWAN SHOE CO., Inc., Baltimore, Md. 


Manufacturers 
New York Office—Room 551, Marbridge Bidg. 


Shoe Selling in 
Grand Rapids 


GRAND Rapips, MicH. (UTPS)—On 
July 9 Mr. Davidson buyer of shoes for 
Herpolsheimer, this city, (a Hahn 
unit) ran a six column spread featur- 
ing the factory clearance of mens’ 
sport and dress shoes up to $11 at 
$5.95 and the sale has smashed rec- 
ords to date. It has been the biggest 
event in mens’ shoes attempted here, 
and included ventilated two-tone tans, 
sports in white calf, black trim with 
rubber soles, Baden imported linen ox- 
fords, natural with tan trims, imported 
calf street and high grade dress ox- 
fords. Herpolsheimer has a first floor 
men’s shoe department in front of the 
elevators and one display of boys’ 
sports in an illuminated case was espe- 
cially worthy of emulation. The sport 
oxfords were grouped with several 
sporting articles, such as_ baseballs, 
bats, flashlights, catchers’ mitts and 
golf clubs. This on a dark green plush 
floor covering. It was not overdone, 
but no real kid could get by that case 
and not admire the “kicks” so well set 


Mr. Davidson has placed some excep- 
tionally large orders for fall and 
winter and states that summer trade 
on the sports for men and boys in 
various combinations at the popular 
price ranges has been very good. He 
says indications are that normalcy is 
due this fall and the shoe section, for 
men, will be featured to a marked de- 
gree in all store publicity. 

Steketees here has been featuring a 
women ’s mid-season clearance of wom- 
en’s shoes and has offered pump, 
strap and tie models at $1.85 and $2.85 
with marked success, there has been 
a response from many of the visiting 
tourists who make Grand Rapids their 
mecca for the summer. The trade is 
mourning the loss of Charles Trabla, 
owner of the Boston store, who holds 
the Queen Quality franchise here, he 
died from an attack of acute appendi- 
citis, being operated on at 2 a. m. the 
morning of July 4 and passing away 
two days later. 

Nisleys’ advertising here is being 
pushed heavily and the publicity is 
marked by a real sales punch, the 
store reports an active trade with wom- 
en’s numbers to the fore. 








High Grade Turn Mules 
and D’Orsays 
Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 

















Looks Like Solid Leather 














But it’s really the new Hidewood heel, a stand- 
ard wood heel with a covering made from a 
veneer split from laminations of sole leather, so 
that it presents the same appearance as a whole 
leather heel built up of various lifts. 
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McLaughlin Resigns as Leather 
Research Director 


CINCINNATI—After nine years of ac. 
tive service as Director of the Re. 
search Laboratory of the Tanners’ 
Council at the University of Cincir 
nati Professor McLaughlin tendered 
his resignation to the Executive Coy 
mittee of the Tanners’ Council as 
May 23, 1930. 

The resignation was accepted at ; 
meeting of the Executive Commitie 
of that organization held in New York, 
on June 26, 1930. The minutes of t! 
Executive Committee expressed the 
keen regret with which the resignativ 
was accepted. 

Professor McLaughlin’s service h 
been since the inception of the 
search work of the Tanners’ Coun:j 
and dates from the organization 
that work at the University. The be 
ginnings were extremely modest, | 
in November 1924, Professor Me- 
Laughlin having then been in serv 
three years, the leather industry de 
cated the fine building which tie 
Laboratory now occupies, and whic! 
has been presided over by Professor 
McLaughlin ever since. In these nine 
years of intensive research work { 
an industry which had never befo:e 
known any such activities the resul's 
accomplished have been unique in the 
history of leather research. The sc - 
ence and practice of curing, soakin:,, 
liming and bating have been thoroug)h- 
ly worked out and the practical ap- 
plication of each successfully has be 
proven by a considerable number | 
tanners. 

There have been many times in tho 
nine years when it has been extrem¢ 
difficult for an entire industry to a - 
commodate itself with patience to : 
progress of fundamental research, 
its benefit, but the results po 
have proved to an old industry that i 
salvation lies in scientific develo : 
ments. 

Professor McLaughlin is to be asso- 
ciated with B. D. Eisendrath Tanning 
Company of Racine, Wis. In the res- 
olution accepting Professor McLaug! 
lin’s resignation a very great appre- 
ciation was expressed on the part 
the Tanners’ Council for the breadt! 
of view exhibited by David B. Eisen- 
drath, president of the B. D. Eisen- 
drath Tanning Co., and the emphasis 
which he places upon the value 
scientific research in tanning by asso- 
ciating with his concern so competent 
an authority as Professor McLaughlin. 


Men’s Sport Shoes Strong in 
Kansas City 


Kansas City, Mo. (UTPS)—A live- 
ly sale of white buckskin shoes dur- 
ing the spring and summer months 
and the featuring of Scotch grain 
shoes both in the wing tip and straight 
tip for fall, was announced this we: 
by the shoe department of Woolf 
rothers. The buyers of the white buc! 
skin shoes were nearly = young me: 
The shoes sold for $11.5 

However, by far the a sal 
of sport shoes was in the black an 
white and in the tan and white shoe: 
The tan and white shoes were the bes' 
seller in the higher priced shoes while 
black and white lead in the $10 and 





$12.50 shoes. 
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HOE-MANSHIP _ 








It’s check and double check in every Central Store Plan store— 
check your buying—check your sales—double checked with 
guidance at Central, for the Central Store Plan Stock Con- 

trol keeps your stock ‘“‘alive and kicking.” 


The Central Store Plan is a plan of CONCENTRATION 
—CONCENTRATION of your buying so you can 
CONCENTRATE on your selling. The Central 
Store Plan has developed a great new idea for the 
progressive independent shoe retailer—SHOE- 

MANSHIP. Ask our Salesman about it. 


McCoy Bros. 
of 
Robinson, 
Illinois, 
write: 


‘‘With the Central Store Plan you 
can keepan extremely close check- 
up on your business.”’ 


~CONCENTRA TIOv 
CENTRAL SHOE COMPANY 


Manufacturers a) SAINT LOUIS 
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WHERE TO BUY 
Ballet Slippers 


oo oo oF 





In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 


BLOG SHOE CO., INC. 
147 Duane Street, 


New York City 
Fore 


Rights and Lefts 
Two Grades 














Wom. Miss. Chi. 
$1.50 $1.45 $1.40 
1.35 1.30 1.25 
In Stock 
135 West Monroe 


Black Kid 


Expertly Designed Misses & 
Wemen’s Children’s 


wm. 
SUMNER 
SMITH 
Chicago, Ill. 














Soft Toe 


Ne. 100—Regular 
No. 500—Buck Sole .... 1.90 


H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chicago 





The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Ave., Eagle Rock 


Los Angeles, Californis 





BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND LEFT LASTS 
Wom. Miss.Childs 
600—(Tep Grade) 1.45 1.40 1.45 
oo 1.30 1.26 1.96 
Prices Slightly Higher 
Breoks Shoe Mfg. Co 
Philedelphis— 
Gwansen ané Ritner Sts. 
Les Angelese—11623 So. Hill St. 





WHERE TO BUY 
Athletic Shoes 


@€THCO 


BOWLING SHOES 
No. C762—All sizes in stock 
for immediate delivery. 
wale, of ATHED iba 
Shoes. y 








Miss Hurley in Europe 





Miss Mollie Hurley 

NEW YorK—Miss Mollie F. Hurley, 
widely known style revue director and 
footwear fashionist, recently sailed for 
Europe as stylist for the Dunbar Pat- 
tern Co. 

Miss Hurley, who has gained an en- 
viable reputation in her work as direc- 
tor of the style revues of the Boston 
Shoe and Leather Fair, is most thor- 
oughly equipped for work in the foot- 
wear fashion field, having for years 
studied the shoe manufacturing busi- 
ness. 

Miss Hurley left on the S.S. Britan- 
nic for England and the Continent. 
She will visit Paris, Berlin, Vienna and 
other leading European centers. On 
her return she will make her headquar- 
ters in New York, from where she will 
work with the leading manufacturers 
and clients of the Dunbar Pattern Co. 
and through its offices in Brooklyn and 
St. Louis. 


Weighing Machine Draws 
Public to Store 


LOUISVILLE. (UTPS)—The Boston 
Shoe Store is getting much favorable 
publicity from a free weighing ma- 
chine they have set up in their store. 
Customers come in, see the scales, step 
on to weigh and go out to spread the 
news that you can weigh free on tested 
scales at the Boston. Children also 
weigh on it and in school in giving 
their weight say they weighed on the 
machine in the Boston Shoe Store. 

Store officials say it is amazing how 
many people use the machine, and how 
many people it brings into the store 
who are not regular customers. 

They are using the machine for a bit 
of silent salesmanship that has proved 
most profitable. Beside the weighing 
machine they place a table on which is 
a charming display of boudoir slip- 
pers The women can not help secing 
the slippers as they step off the ma- 
chine and the lure of these dainty 
shoes works in a surprising number 
of cases. For boudoir slipper volume 
has gone up considerably since the 
showing of them beside the weighing 
machine. 


MILWAUKEE, WISs. 


| Shoe Plants Resume Work 


(UTPS)—Three 
important shoe factories have resumed 


| work here after a layoff for employees’ 


vacations. One of them is on an in- 
creased production basis and in all ap- 
proximately 2350 persons returned to 


| their jobs. 


The Simplex Shoe Manufacturing (o. 


| returned 650 employees to work and 
| increased its daily output by 400 pairs, 


bringing the total to about 4200, ac- 
cording to S. A. Weyenberg, vice-presi- 
dent. About 50 employees will be 
added to the force shortly. 

The Nunn, Bush and Weldon Shoe 
Co. is now operating on a full week 
basis with 900 employees, according to 
J. B. Buchanan, treasurer. About 3000 
pairs is the daily production at this 
plant. 

Sixteen hundred employees of the 
Weyenberg Shoe Manufacturing (o. 


| have returned to their jobs, 900 being 
| employed in Milwaukee and the others 


in State cities. 

Although shoe production generally 
has been conservative during the first 
six months of the year, some makers 
of men’s dress and women’s sheos show 
a gain over the first half of 1929. Pro- 
duction of men’s work shoes and chil- 
dren’s shoes has been somewhat under 
last year. 

“The new duty on hides, leather and 
shoes will soon have its effect on the 
shoe industry here, and an increase 
in production of children’s shoes can 
be looked for in the fall, when foreign 
competition will be weeded out,” stated 
Mr. Weyenberg of the Simplex Co. 


Rochester’s Gain in Shoemak- 
ing 
ROCHESTER, N. Y.—The United Sh 

Machinery Co. has just completed its 
report for 1929, showing that the total! 
production of shoes in Rochester and 
nearby towns in the Rochester district 
produced 55,000,000 pairs of shoes, an 
increase of three million pairs over 
the year previous. While some fav- 
tories are up to their normal output 
the first six months of 1930, it is be- 
lieved that the final six months wil! 
show a splendid improvement in the 
other factories. Assistant Manager 
G. W. Wilkins, of the U. S. M. C., says 
that the factories are starting up with 
a good volume of orders on hand ani 
that manufacturers are highly opt 
mistic as to the immediate future. 


New Shoe Firm Formed 


INDIANAPOLIS, IND. (UTPS)—Art 
cles of incorporation of the B. & I 
Shoe Company, Inc., were filed wit! 
the secretary of the state of Indiana 
July 15. Stock of the corporation con 
sists of 5000 shares of no par valu 
stock, and the firm will establish retai! 
shoe stores in Indiana cities. 

Officers are Frank J. Horuff, presi 
dent; B. P. Horuff, secretary-treasurer, 
and Wendel Shirk and Harry F. Lamb 
directors. Another organization i! 
which the same persons are interested 
controls about fifty retail shoe store: 
in cities in the Middle West. The new 
corporation will establish about six 
stores at first and increase its holdings 





from time to time. 
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Turn Comfort Straps — Boudoirs 


9452—Boudoir Slipper. Good quality kid uppers with white 1978—Comfort Two-Strap. Selected kid uppers with cham- 
twill lining and quilted sock lining. Silk binding and large pagne kid quarter lining. Flexible turn sole with riveted 
twisted silk pompom. Turn sole, thin edge, rubber heel. steel arch support. 12/8 rubber heel. Sizes 3-9. B, C and 
Stock in B, C, D, and E widths. Sizes 244-9. Price... .$1.55 D widths in stock 


1856—Turn Sole Boudoir Slipper. Black kid i i 

bound edges. Figured rayon wed eal cack A gas Be 1976—Comfort Two-Strep. Gent oy Stack 068 seen, 
heel. Stocked in B and D widths. Pri $1.25 white twill lining and quince aay Se _Seenaean 7 
1853—Same slipper with white drill lining and colored quilted aa — be o. ~~ i BC ix —_— vy : 
sock. In stock, D width. Price $1.17% a ae Ne re aa alts anaibina 








1985—Comfort One-Strap. Same construction as 1976 in a , 
| slightly lower grade. Sizes 3-9. Stocked in B, C and D 1993—Kid One-Strap. Drill lining, 8/8 Rubber heel, riveted 
widths. A and E widths, 3 weeks delivery steel arch support. D width in stock $1.25 


Western Made Shoes — Low Labor Costs — Low Factory 


Overhead — — Low Selling and Distributing Costs 


ROBERTSON SHOE CO. 


MINNEAPOLIS Manufacturers MINNESOTA 





HARD ENAMELED SHOE BUCKLES 
AND ORNAMENTS 


We illustrate a few more of our original, beautiful buckles that are design 
patented. 

Our prices are remarkably low for their fine quality, and we give 100% in 
good service. 

Since there are manufacturers who have no respect for U. S. Patent Laws, we 
are obliged to warn you not to buy infringements of our patented buckles be- 
cause we will stop their sale wherever found. 

All KING buckles are so marked. Buy our original, good buckles with 
patent protection. 

Get the best in buckles at our very low prices. 





a kl i ate! 





C. G. KING & CO., INC. 


46 CHESTNUT ST. PROVIDENCE, R. I. 
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WHERE TO BUY 


Dancing Sandals 


i i ee el 


*KENDALL’S 


For Aesthetic 
Dancing 


IN STOCK 


IN GRBY AND 
FAWN. 





A BIDELINE 
MONEY 
MAKER 








KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


* 
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WHERE TO BUY 


Dancing Shoes and Taps 


OA 


eelN STOC Keeee, 





Now Freddie one day—as 





ROMANTIC, SHOELY 


Freddie McFeeters was one who took pride 
In the fact that from flappers he never need— 


When he took a vacation he’d look o’er the camp 
And pick out the must pulchritudinous— 


There were many who thought Freddie fine, so they did, 


But Freddie was cautious; he meant but to— 


Not a word indiscreetly from Freddie was wrung— 
He kept good control on his flattering— 


Met up with a model in chiffon and— 


And, assuming his usual summertime role, 
Assured her that she was the light of his— 


Soon lost was his old super-cynical chuckle— 
He felt the old armor beginning to— 


So hard did he woo her—so ardent was he— 
She finally agreed to join his family— 


And now he adores her—how often ’tis so— 
From the top of her head to the tip of her— 


While she—if the truth we must always reveal— 
She has Freddie McFeeters completely to— 


And now that you’ve guessed every line in the past 
You may guess they are happily married at— 


HIDE 


VAMP 


KID 


TONGUE 


is often the case— 


LACE 


SOLE 


BUCKLE 


TREE 


TOE 


HEEL 


LAST 
J. H. Reed. 








TAP DANCING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Heels 


Prepare for Big 
Tap Dancing 
Business 
Thies Fall. 


Write 
for Sample 
Pairs 


The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 


O06 OO OOOOOOOOO OO OOO 


WHERE TO BUY 


Women’s Novelties 


White and . 
NORMA: ¢ Toe)—White and patent.... 3. 
jot less than 13 pair quantities. 
In Stock. Subject to Prior 
GCHEKKO BRAIDED 
803 Fourth Ave. (at 23rd Street) 











Max Feinstein Made Manager 
of Grenada Shoe 


HAVERHILL, MASss.—Max Feinstein, 
formerly superintendent of the I. Mil- 
ler Sons, Inc., Long Island City, 
N. Y., plant, has been promoted to the 
position of general manager of the 
Grenada Shoe in Haverhill, Mass. This 
change takes effect at once, and Mr. 
Feinstein will reside in Haverhill. 

Mr. Feinstein has been connected 
with the shoe industry all his life and 
is well known as an expert fitting room 
man, pattern designer and also an ex- 
ceptionally qualified making room man. 
His specialty is the making of opera 
pumps, and it is felt that under his 
guidance the standard of quality of 
the pumps made hereafter in the Gre- 
nada plant will be comparable with 
those for which I. Miller & Sons, Inc., 
are recognized. 

William Carey is superintendent of 
the Grenada Shoe. He was formerly 
with Utz & Dunn Co., of Rochester, 
N. Y., and later with Dunn & Mc- 
Carthy. 


Making Stitchdowns at Bern- 
ville 


READING, Pa. — Curtis-Stephens- 
Embry Co., Inc., are now manufac- 
turing at their Bernville plant a line of 
stitchdowns consisting of a boot, strap 
and pump in the 2 to 6 run, one leather 
only. The plant has a capacity of 900 
to 1000 pairs a day and by concen- 
trating on these three styles in one 
leather, the firm expects to be able to 
offer exceptional values. 

This line is made with regular lining, 
lasted under stitchdown, no tacks or 
staples being used, and the shoes:carry 
underwedge spring heels and welting. 
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Chain Store Tax Questioned 


INDIANAPOLIS, IND.—The validity of 
Indiana’s State chain store tax law is 
questioned in a case that has been ap- 
pealed to the United States Supreme 
Court. The case was taken to the high- 
est tribunal from the Federal court in 
Indianapolis, where it was held that 
the State law was invalid. 

In its decision the district court de- 
scribed as unreasonable and arbitrary 
the State law’s classification of chain 
stores. The law finds its basis for tax- 
ation upon the number of stores op- 
erated in the State by any one com- 
pany. Such a division cannot be sus- 
tained under the police power of the 
State since it has no relation to public 
health, welfare, morals or safety, the 
district court held. 


A. P. Weiss Promoted 


CANTON, OHIO—A. P. Weiss, who 
has been identified with the A. S. Beck 
Co., retail shoe chain store in the Har- 
ris Arcade building for the past two 
years, has been promoted to manager- 
ship of the store. Mr. Weiss hails 
from Cleveland where he was former- 
ly associated with the Halle Bros. Co., 
and the I. Miller store of that city. 


Woerderhoff Sells Store 


OTTUMWA, IowA (UTPS)—Woer!- 
erhoff’s local shoe store has been pur- 
chased by the Miller-Jones interes's 
of Columbus, Ohio, who will condu:t 
a retail unit and a distributing war:- 
house for parts of Iowa, Illinois an! 
Missouri in the location. The tran 
action does not affect other Woerder- 
hoff stores. Possession by the ne 
firm is set for August 1. 
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The “SILENT SALESMAN” 
is the Ideal Salesman 


for YOU SS 


“Silent Salesman” 
Model No. 291A 


Merchants who have enjoyed its 
efficient service will tell you 
that the name “Silent Salesman” 
is more than a trademark—that 
it signifies even more than fine 
materials and quality workman- 
ship. It means a show case 
which will retain its modern- 
ness, efficiency and pleasing ap- 
pearance for the life of your 
store. You will profit by investi- 
gating further how ably and 
economically a “Silent Sales- 
man” will meet YOUR needs. 
Write us your show case prob- 
lem TODAY. Remember we 
make cases both for inside and 
outside use. 


BALE MAPK 


Reg. U. 8. Pat. Off. 


INSIDE AND OutTsIpE DispLay Cases 


Detroit Show Case Co. 


1670 W. Fort St., Detroit, Michigan 
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Merchandizing foresight is 
no more than making certain 
that continued satisfaction 
will cause today’s customer 
to return tomorrow—or next 
week, 


In the interval between the 
present sale and the next 
sale let nothing diminish the 
satisfaction with which your 
customer left your store— 
not even so small a thing as a 
shoe lace. 


Pure silk is the only lace 
material which will deliver a 
safe combination of strength, 
durability, and good looks. 


Among pure silk laces, 
Schaeffer’s are preferred be- 
cause of their uniformly high 
standards. 


SCHAEFFER & CO. 
222 CEDAR STREET 
READING, PA. 





























For Sale by 
Shoe Findings 


Dealers 





WHERE TO BUY 


Shoe Ornaments 





SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 
THE 











WHERE TO BUY 
Children’s Slippers 


FOOTWEAR 
IN STOCK 


i _ ES Builds repeat business 
Moccasins Free Style Booklet on Request 
[GH.BASS& CO, II Main St, WILTON, MAINE 











gCROBA> 
SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 











Approved by Medical Men 


As a fully ventilated 7 
shoe the Burkley Ven- > 

tilated Foot Developer 

is unexcelled. Well 

known surgeons recom- 

mend its use. 


Burkley Shoe Co. 
1156 No. Main St, 
Brockton, Mass. 




















Vogue of Brown and Black Simplifies 


Overshoe Problem 


[CONTINUED FROM PAGE 19] 


Similar plan might easily be used in 
connection with shoes, heavier rubbers, 
and later with shoes and overshoes. 

The same combinations should be 
stressed also in any newspaper adver- 
tising which the merchant does—also 
in his direct mail advertising. In con- 
nection with this latter form of pub- 
licity, an Ohio merchant has brought 
out a somewhat new idea. He intro- 
duces his fall footwear by means of 
a small sixteen-page booklet which is 
mailed to a list of selected customers. 
Into this booklet is slipped an extra 
four pages on which are pictured types 
of rubbers and overshoes which he 
wishes to push. 

While now is the time to study the 
style trend in the overshoe field, as 
shown in these pages, it is also the 
time to prepare for the actual mer- 
chandising of the lighter forms of rub- 
ber footwear, the selling of which pre- 
cedes that of the heavier fabric types. 

Winter does not come overnight. 
There is an in-between period follow- 
ing the end of the summer and before 
the first snowfall when streets are often 
wet and women need the protection of 
footholds. Then comes slightly colder, 
and perhaps even wetter weather, when 
full rubbers are worn. After that— 
real winter and the overshoe. 





Men’s Sport Shoes Show 
Big Increase 


NEW YORK — Melville Shoe 
Corporation has 300 styles of 
men’s sport shoes in its four 
chains—John Ward, Rival, Thom 
McAn and Traveler—and reports 
sales in 1930 to date double those 
of the entire 1929 season. The 
1929 sport shoe sales were five 
times those of 1928. Whereas in 
1929 40 per cent of the Melville 
sport shoes carried rubber soles, 
only 15 per cent of the 1930 busi- 
ness has been with that type, 
showing a decided gain in leather- 
soled sport shoes, probably due to 
the increased interest in specta- 
tor types. 

Weber & Heilbroner recently 
made a check-up in front of 
the New York Stock Exchange 
and also in the Grand Central 
Terminal of the number of men 
wearing sport shoes to business. 
They found so many that they 
advertised the fact that men wore 
sport shoes to business. 

It has been a big sport year 
also with the Regal Shoe Com- 
pany. Mr. Sargeant of that com- 
pany stated that they sold more 
of a special Scotch grain leather- 
soled moccasin with spikes in 
May than they sold of all types 
of sport shoes in May, 1929, and 
because they have been unable to 
get enough hand sewers, they 
have not had enough of those 
shoes. 














Thus applies, of course, only to that 
section of the country in which we 
have snow during the winter. In the 
South and Southwest the rubber foot- 
wear needs of the merchant are met, 
in most cases by a supply of the lighter 
weight rubbers. 

In any event these early sales of 
footholds and of rubbers should be 
pushed just as strongly as are foot- 
wear sales in the spring. In too many 
cases this class of merchandise is sold 
by casual suggestion only. A satis- 
factory pairage cannot be brought 
about by this method of selling. Every 
form of advertising and sales promo- 
tion which has been used successfully 
for shoes can be used equally as suc- 
cessfully for rubbers. 

First comes the display window. It 
is not proposed that the merchant de- 
vote an entire window to a rubber dis- 
play, but we do suggest that he devote 
at least a portion of it, showing them 
side by side with the shoes which they 
should cover. Let us consider the pure- 
ly hypothetical case of the merchant 
who is displaying oxford types for 
street wear during the fall. Surely, 
there is nothing incongruous in plac- 
ing a pair of footholds beside the shows 
in the window. 

In any plan of sales promotion 
adopted, however, there is the style 
element to keep in mind. Even the 
lowly foothold has come out in new 
forms. In the first place there are 
colors—browns, black and gunmetal, as 
well as some of the lighter members 
of the brown family. These are in 
smooth or plain rubber. The same color 
range can be found in rubber with a 
patterning not unlike that of moire. 
Generally speaking, this patterned ru)- 
ber goes best with the lighter, daintier 
types of footholds—the plain rubber 
with the sturdier oxford and wide one- 
strap types. These same colors, also, 
will be found in the somewhat heavier 
rubbers. 


Nashville Looks for Better Fall 
Trade 


NASHVILLE, TENN. (UTPS) — With 
the first half of the year and the 
Fourth of July behind them, Nashville 
shoe dealers are making preparations 
for a volume of business during the 
last half of the year, which they be- 
lieve will bring the year’s total up to a 
point that will compare favorably with 
the past year’s sales. 

Men’s sport shoes, white and tan, 
and black and white, are real good 
sellers at present; and the season here 
is not nearly over. At the present rate, 
sports will be pretty well cleaned out 
in time for the fall trade to bring out 
new styles. An archery range and 4 
new, free, municipal golf course in one 
of Nashville’s parks, together with the 
increase in motor camping vacations, 
have increased the sale of sport shoes 
to both men and women. And then, 
dealers are pushing seasonable foot- 
wear more this season on account of 
past depressed conditions. 
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Wurre shoes are the finishing 
touch to a light and dainty ‘sum- 


_ mer costume . . . In the same way | 


Repco Heel and Edge Enamel is 





the finishing touch to. white shoes 3 


and is just as essential to the shoes. : 


as the shoes are to the costume. 
The daintiest white shoe of finest 
leather of fabric is shabby unless the 
heel and edges are spotlessly white. 


Well dressed women will not wear 


shabby shoes. For over ten years. 
Repco Heel and Edge Enamel has 
“been the ‘accepted standard for giv- | 


| ing shoes the finishing touch. 
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WHERE TO BUY 
Spats 





DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 
Samples on request. 
STAR FOOTWEAR 
MFG. CO 


Howard and Norris 
Sts., Philadelphia 





a, 














IDEAL 


Reg. Trade Mark 


Manolis Products Will 
Give You More Profits. 
Spats $9.00 to $21.00 
Doz. Prs. Include Box- 
cloth. 

Rhinestones $2.50 to 
$18.00. Include Colonial 
Buckles. 


MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, Il. 
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The world’s finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns | 
ever run for Spats— 
supported by- display 
cards, newspaper mats, 
a handsome box. 

Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


2% . I" 
Standare 
P Ss 


eT 
Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
—————————————— 
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BOND. STREET | 





| The finest, best known, | 
| of all. Styled in England 
—made in America, and 
priced to retail at $1.50 
to $5.00. Backed by 
comprehensive, unique na- 
tional advertising—radie, 
national magazines, mer- 
chandising helps, attrac- 
tive peexages. Immediate delivery. Write for samples. 
THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohie, U. S. A. 
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GREATEST SPAT LINE 
OF THE INDUSTRY 


Tailored yu put mriced 





IMPERIAL SPAT MFG co 


| ter piece of leather results. u 
| test for determining when a hide which 


Tell Customers About Leather 


[CONTINUED FROM PAGE 27] 


full. Extracts are circulated by gravity 
or pumps. Through chemical control 
the middle portion of the hide is as 
thoroughly tanned as the outer sur- 
faces. Thus production of good leather 
is insured. 

After tanning, which usually takes 
two to six months in the case of sole 
leather, the leather is washed, dried, 
oiled and either rolled for finishing sole 
leather or colored, seasoned and glazed 
for upper leather. 

The chrome or mineral process of 
tanning is young, having been intro- 
duced only about 40 years ago. It 
represents an American advance in 
the art of tanning and is now used 
for the production of almost all of the 
upper leather made in this country— 
also for tanning a limited amount of 
sole leather. 

In tanning by the chrome process, 
the hides prepared as for vegetable 
tanning are commonly drummed or 
paddled in a solution of some salt of 
the metal chromium, usually a basic 
sulphate or chloride. The metal chro- 
mium is found only in limited supply 
in the United States, and our main 
source of supply is South Africa. Con- 
tact with the chrome solution for from 


| four to eight hours is usually sufficient 
| to tan a hide or skin, but a longer 


time of contact is customary as a bet- 
The usual 


is being tanned by this chrome proc- 


| ess is fully tanned is to put a piece 


of it in boiling water for two or three 
minutes. If the piece comes out soft 


| and pliable and of the same approxi- 
mate size as it went in, it is consid- 
| ered tanned. 


Followin tannage, chrome sole 
leather finishing operations are essen- 
tially those used for vegetable sole 
leather. Chrome upper leathers are 
drummed in solutions of soaps and oils 
to “fat liquor” them so that the nat- 


| ural oils of the skin removed in the tan- 


ning may be replaced. Thus the fibers 
are lubricated, the leather becomes pli- 


| able and approaches the appearance it 


is to have in shoes. 

Because both vegetable tanned and 
chrome tanned leathers have individual 
desirable properties, tanners now make 
some sole leather and some shoe upper 
leather by a combination of the two 
processes. The resulting product blends 
the properties of the two types of 
leather. 

The natural color of chrome leather 
is bluish green. When alum is com- 
bined with the chrome, the leather’s 
color is white. For making certain 
white shoe upper leathers, therefore, 
this modified process is used. 

Primitive man discovered how to tan 
the pelts of animals killed for food. 
Egyptians, Hebrews, Chinese, Greeks 
and Romans made leather that has en- 
dured the ravages of time to remain 
in good condition today. Medieval 
workers and modern industry, aided by 
keen minds, have contributed to man’s 
knowledge of tanning. Still it is a 
tremendously complicated business. 

Each hide and skin has individual 
characteristics. No two are identical. 
The skill of trained workers, through 
a succession of from 20 to 80 distinct 
processes, requiring months of time at 





best, is necessary to make today’s 
leather. The details of all of the many 
operations involved in tanning are go 
inter-related that any change in one 
operation upsets a balance and requires 
an adjustment in other operations, 
without which the leather will be 
spoiled. 

It is a tribute to the skill of Ameri- 
can tanners that they make a uniform. 
ly high-grade product—so accepted 
throughout the world. Spending hun. 
dreds of thousands of dollars for re. 
search annually, the industry in this 
country each year offers better and 
more fashionable leather. Particular. 
ly in its semi-annual offering of style 
colors in leathers for shoes, the Ameri- 
can tanner blazes a trail that the in- 
dustry follows elsewhere ’round the 
world. 

The quality in shoe leather, placed 
there by the tanner, represents a value 
increasingly appreciated as it is more 
thoroughly considered. 


Sell the Fall Golf Enthusiast 
a New Pair 
[CONTINUED FROM PAGE 23] 


shoes. More rough finish material will 
be used this fall in men’s suitings and 
there is expected to be a decided trend 
toward more patterning in the fabric— 
a swing away from the plain colors 
which well dressed men have been 
wearing now for two seasons. 

All this means a change in footwear. 
Suede and buck are being sampled by 
manufacturers and having acceptance 
in some parts of the country. Scotch 
grains are being sold in large quan- 
tities than they have been. One man- 
ufacturer reports sales of two numbers 
made of cordovan, a leather which, with 
some few exceptions, has not been seen 
in men’s shoes since the close of the 
war period. These are dress shoes, of 
course, but they indicate men’s grow- 
ing preference for shoes with more of 
the appearance of weight. And as the 
dress shoe goes, so will the golf shoe 
and the spectator sports. 


Shoe Salon Discontinued 


CANTON, OHIO — Wagoner-March 
Shoe Co., according to a recent an- 
nouncement, are to discontinue their 
ladies’ shoe salon. The stock is being 
closed out. 
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WHERE TO BUY 


Shoe Fitting Devices 


6 A ee 





! 


BETTER SHOE FITTING | 

SERVICE 

Saves Sales i 

Makes Good Fitting Easy i 

FRED TRIAL i 

321 5S. Salina Street, Syracuse, N. Y. || 
THE BRANNOCK DEVICE 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
breciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 


So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating (Gmpany 
"1060 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 7038-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 
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American Seating Company 
1060 Lytton Bldg., Chicago, Ill. 
Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating.” 
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® zo Shoe Store 
Owners and 
Managers 








No. 9015 


Protect Your Customers} 


‘Preserve the goodwill 


of your business 


by specifying 


ALPHA 
WOOD HEEL 
SCREWS 


THIS screw cannot 
work out of place. 
The thread securely 
grips the fibres of the * 
wood insuring per- 
manent attachment. — 


>. 
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¢> 


vt 
o> 


Boot AND SHOE RECORDER 
combining THE SHOB RETAILER, Aug. 2, 1930 








‘| Make Every Step SAFE 


To insure continued patronage, you 
must satisfy your customers. Sell them 
shoes that are right . . . shoes that offer 
security. Shoes do not give security 
B42 when wood heels loosen or come off. 
- » pe “ys > aS The embarrassment or injury caused 
by a lost heel destroys faith and confi- 
dence and the shoe merchant loses re- 
peat business. 


Heels attached with Alpha Wood Heel 
Screws cannot loosen or come off... 
Their exceptional holding power sets 
the heels true and rigid, keeping them 
in exact position — gripped to the heel 
seat. Specify Alpha Wood Heel Screws 
when you order. 





United Shoe Machinery 


Corporation 


BOSTON, MASSACHUSETTS 


ALPHA feet SCRE 
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THIS MAY BE 
YOUR OPPORTURNITY ¢ 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WANTED 


Experienced salesmen to handle on 

commission, line of Special Proc- 

ess and Welt arch footwear for wo- 

men retailing at $4.00 and $5.00. 

Territories Open 

1. W. Mass., Vermont and New 
Hampshire. 

2. Oregon and Washington. 

3. Kentucky and Tennessee. 

4. S. Carolina and Georgia. 

5. Illinois (NOT CHICAGO). 

6. Colorado. ‘ 


THE TILL SHOE COMPANY 
OWEGO, NEW YORK 








Pacific Coast Representative 


A leading midwestern manufacturer of 
high-styled women’s McKay shoes retail- 
ing at $6.00 requires a Pacific coast 
representative of the highest class. Only 
those whose sales for the past three 
years have averaged $150,000 or more 
need apply. Address B-935, care 
Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








TEXAS 
OKLAHOMA 
ARIZONA—NEW MEXICO 
WYOMING—COLORADO 
GEORGIA—ALABAMA 
UPPER NEW YORK STATE 
EASTERN PENNSYLVANIA 
The above territories are open for 
our Short $4.00 Retail. Line of 
Men’s Shoes. Can be carried as 
side line. Commission basis only. 
Only experienced men need apply. 
Give references and experience. 


E. B. Piekenbrock & Sons Co. 


Dubuque, Iowa 








Three Live Salesmen 


with experience in New Jersey, Pennsyl- 
vania and New York State outside of 
New York City, for fast selling In- 
Stock men’s lines. Must have _ auto. 
Draw and 5% commission. Address 
B-931, care Boot and Shoe Re- 
corder, 140 Federal St., Boston, 
ass. 











M EN to carry side line of well made, inexpen- 
sive infants’ soft soles. Good commission. 
Address Baby Shoe Co., 1014 Harrison Ave., 
Boston, Mass. 





LARGE FOOTWEAR MANUFACTURER 

' HAVING NATIONAL DISTRIBUTION 
will have openings beginning in 1931 for a few 
more high grade salesmen to work on commis- 
sion. Two seasons, seven to nine months’ work 
annually. Applicants should be under 38 years 
of age and should have a record of successful 
selling to retailers. » Give full details of experi- 
ence and qualifications and if possible submit 
photograph with application. Address B-920, 
care Boot & Shoe Recorder, 239 W. 39th Street, 
New York, N. Y. 





J S. ZULICK & CO., ORWIGSBURG, PA., 
* have several choice territories open for men 
with established trade ding a side line of 
Children’s shoes. Compo and Puritan Welts 
in stock. Commission only. Apply only if you 
can furnish reference from house for whom 
now working. 








ALESMEN for a fine line of hand lasted 
turns; one for the south; one for Denver 
west; one for middle west; liberal commission. 
Address B-919, care Boot & Shoe Recorder, 209 
South State St., Chicago, Til. 





S ALESMEN wanted to carry a complete line 
of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 


ford Ave., Chicago, IIl. 





SALESMAN WANTED for Ohio.  Welts, 
McKays, Stitchdowns, Leggings. All styles 
in stock. Must reside on territory and travel 
by auto. Hagerstown Shoe & Legging Co., 
Hagerstown, 4 





ANTED—Salesmen calling on Jobbers, De- 

partment and Chain Stores for up-to-the- 
minute Puritan Welt line of twelve to fifteen 
samples. Commission basis only. Address 
Century Shoe Co., Inc., Macungie, Pa. 





SIDE LINE SALESMEN—Big opportunities 
for money making. Exclusive territories. 
To sell country’s most complete line of women’s 
popular priced fashionable stouts. Also narrow 
widths. Welts and McKays._ Arch support 
types. Two large factories. Big in stock to 
draw from. State territory now traveling. 
References. Commission. o advanced draw- 
ing. Address B-933, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


NE OF THE LARGEST MANUPAC 

TURERS OF FINE GOODYEAR WELT 
SHOES for CHILDREN wishes to communi. 
cate with salesmen having established territory 
to carry this line in addition to that they are 
now representing. Those now successfully repre. 
senting high grade lines preferred. Shoes are 
exceptional for workmanship and leather \lue, 
and carried in stock. Liberal commissio:: ar. 
rangement to those who meet our requirements, 
Address B-930, care Boot & Shoe Recorder, 149 
Federal St., Boston, Mass. 





ALESMAN wanted for states of Arkans 

Oklahama and Texas with establishe: 
counts, to carry as side line on commi 
basis, our fast selling line of attractively price 
children’s stitchdowns. All numbers st: 
a SHOE COMPANY, MILWAU! 


ALESMEN with established trade to s« 

commission as side line, one-tray li: 
house slippers carried in stock. ‘Latest s 
medium prices. Territories available thr 
out entire country. A good money m 
side line. Nestletoe Slippers, Inc., Wor 
Mass. 











FOR SALE 





FOR SALE—Ladies’ shoe department, e-tal 
lished two years, selling high grade shoes 
from $10.00 up. Exclusive franchise in city on 
lines of shoes handled; located in best and 
largest city in Virginia. Address B-926, care 
Boot & Shoe Recorder, 239 West 39th Stree 
New York, N. Y. 


SHOE store, including four-flat building, 
and Ashland, business center. Shoe 
ness established thirty years. Paul Tyclisen, 
6230 Ashland Avenue, Chicago. 


SHOE STORE in one of Long Island’s 
est growing towns, recently established 
only shoe store in town. Rent $75.00 a mor 
on long lease. Opportunity for progre 
merchant. Price $5,000.00. Address B 
care Boot & Shoe Recorder, 239 West 
Street, New York, N. Y. 














POSITION WANTED 





AVING been connected with a well kr 
chain organization in the shoe business 
a period of over twenty-five years, am desi 
of securing a position with a similar cor 
as an executive in some capacity where « 
efforts with results would be appreciated. \\ 
ing to start with a limited salary. Inter, 
requested, if interested. Can cover additi 
information required at that time. Addrvss 
B-932, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
num charge 75 cents. For all other classified advertisements the rate is 7 
a box number is desired twelve words should be added for the address. In all other cases each word of the address should 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. . — 
SF Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™ 


cents per word. 


inimum charge $1.25. When 
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MANAGER WANTED BUSINESS OPPORTUNITY MERCHANTS’ NEEDS 











OPPORTUNITY 
Shoe Salesman as partner with busy Chiropo- Everything for Your Windows 


WANTED, MANAGER dist. Now conducting my own shoe department, Futuristic Displays and 


pa me a shoe man prefered. Investment re- Bac ounds 

s s quire or expansion. Any investigation in- Artifielal Flowers, 

For a Chain of Juvenile Shoe vited. A. Dallek, 808 East Tremont Ave., Polatings, _ Settings ao 
Departments N. Y. Tremont 4677. Papers, Pufing, Fells, litters, Valences, Drap- 

ing Material, Grass Mats. Send fer Faney 

Paper Booklet. Price T 

DAVE’S DISPLAY DECORATIONS 

118 West Broadway, New York 











Exceptional opportunity for a ca- 


pable, trustworthy executive. YOU CAN HAVE A BUSINESS PRO- 
Kit” be “thoroughly experienced} PESSION Or OU OWN cat sata 
se e 5 

and know how to_ secure proper foot correction; readily learned by any- 
turnover with profit. State age, one at home in a few weeks. Easy terms 
experience had and other informa- for training; openings everywhere with 
ion regarding yourself all the trade you can attend to. No capi- 
tion , tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 








Address B-922, care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. an 














POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request. 


LINE WANTED MERCHANTS” NEEDS 603 Broadway New York City 


























Established Boston leather house ‘ ten ‘ Milbradt 


with extensive acquaintance a ve : Rolling Step Ladders 
throughout the New England A p % : - i] Enable you to reach your 
shoe trade desires to add another f - highest shelves conveni- 
line of leather for representation 


5 They last a lifetime. 
in New England on a straight TILTS AT ANY ANGLE } and 
commission basis. 


Are made in any style, 
shape or size to fit any 
ieati held i trict kind of shelving. 

Communications he n stric $2.75 Half Gross 
confidence and best of refer- 
ences provided. Guasansess to give 100% 


Write for general catalog 
and let us suggest the 

\ddress B-938, care Boot and fj. : * Milbradt 

Shoe Recorder, 140 Federal St., M. D. POLLINGER co. 


best ladder for your use. 
oe. Manufacturing Co. 
Boston, Mass. 216 Holland Bidg. St. Louis, Mo. : é Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 





wi 


























Window Decoration 
: and maker of 
Store Manager and Buyer } | test ‘in Imported and. Domestic Roll 

with a successful record with two Paper, etc., in Season. STEEL ADVERTISING 
of Milwaukee’s leading _ stores, Samples mailed free on request. COMMODITIES for 
would like to associate with large 260 Rt, RE ACe 
act - es roadway 

active operator as buyer and Betadlished 1908 a GOOD WILL 
manager, Experience covers both CREATING 
specialty shop operation and large 
shoe department merchandising. utten 
Would be interested in selling a ro bono 
good line to merchants in Wiscon- 
sin with whom I have a wide ac- WANTED TO PURCHASE Shee Horus 

quaintance all over the _ state. Put Back (seap- 
References on request. stone) Shakers 

Address B-937, care Boot and . eachere 

Shoe Recorder, 209 S. State If you contemplate selling your ae me Ouse 
Street, Chicago. entire or surplus stock com- Beet Heeks Window Hooks tw 


municate with us. Prompt at- J. L. SOMMER MEG. CO. est. 


tention given. 
NEWARK NEW JERSEY 
KIRSCH-BLACHER ULO., INC. LARGEST MANUFACTURERS IN THE WORLD 


SHOE DEPARTMENT WANTED 624 Broadway New York 


Phone Spring 1443 


WANTED—Live shoe department in depart- 
=. 7 ’ good pa _— OVE 
or suburbs. ress -936, care oot an 
. We are open to 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. BUY FOR CASH WW 
retail stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed — H ‘@) E 


FOR RENT POSTER @ DEUTSCH 
436 Grand St., New York City FN = | = has Ss 
TORE for rent, 10x80, 95% location, suitable Phone Dry Deck 03653 The DIS TINCTIVE and 


rd for ae — —, oe as — Sep- 
b t. . » 6 . i t.» ter- 
stg tl ram ain ater PERMA NENT MARK 


We penn pay Ge yn 8 poten for 

. i ‘ . . your surplus or entire stocks shoes, ~ 
SHOE DEPARTMENT FOR RENT le | 56 & 6! C; E 

SYRACUSE, NEW YORK SS a. EF ° . 

100% location. Percentage basis, completely, Phone - Write - Call 

beautifully equipped in successful millinery 

shop selling medium and better class merchan- All matters strictly confidential. W EAVI] N G is Oo. 

dise. Live wire, car do one hundred thousand I. SIMON CO. i ee T- Y e Y do te ae oe 

dollars first year. Address B-934, care Boot 101 Reade St., New York City 24 . : yb: 


‘ “1 a eae 239 West 39th Street, New Phone Worth 5922 Est. 1880 Phone WISCONSIN fot 1 @) 
ork, N. Y. S 
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es 
Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


ce rr fee vi F, 








reerr ee ee 

















A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 








©® PROPHYLACTIC SHOES 


ok 





ROOSEVELT 


Madison Ave. at 45th and 46th Streets 
NEW YORK 


2 


ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in New York at the Hotel Lincoln. 


NEW YORK'S NEW 


uOTEL “2 


1400 Rooms 


For 
One 


Telephone Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


Offers you an 


Each with Bath 
and Shower 


$4- 7 wo 





Grand Central Zone, 
topped by the new Chrysler Building. An underground 
arcade leads from the Hotel Lobby direct to the Grand 
Central Terminal and Subways. 
smartest shops, 


ideal home—right in the heart of the 
with its towering skyscrapers 


Convenient to the 


art galleries, museums and theatres. 














MERCHANTS’ NEEDS 





SEGAELE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


Bring Suit for Infringement 


NEw YorK — Geisman, Musliner & 
Brightman, Inc., have sent out a letter 
to the trade announcing that, under 
their patent rights to the use of “Silver 
Fox” patent number D-80320, they 
have brought suit for infringement 
against Cotex Mfg. Co. of Newark, 
N. J., and the Standard Embossing 
Plate Mfg. Co. of Newark, N. J., the 
latter for copying embossing plates and 
offering them for sale. 


Patent Leather Picking Up 


PeaBopy, Mass.—Patent leather is 
beginning to shine again. It was 
dimmed for quite some time. Others 
fashions submerged the vogue of patent 
leather shoes. But now patent leather 
is looming up as a stock for popular 
novelties. It’s cheap, and that’s one 
reason for the fresh demand for it. 
Sales of it have been made at as low 
as 15 cents, and some at less than that. 

Large lots of patent have been dis- 
posed of, as much as 300,000 feet 
going at a sacrifice in one lot. There’s 
enough material in that for the making 
of at least 150,000 pairs of novelty 
pumps. Besides, there’s a saving on 
costs of cutting the leather. Being 
japanned, the leather has a finish that 
is uniform over its entire area. Every 
inch of it can be cut up in to shoes, 
and the cutters can work fast on it. 


Edward Barlow Now Heads 
Agency 


Syracuse, N. Y.—Edward S. Barlow, 
well known in the shoe trade, has been 
chosen president of Z. L. Potter Co., ad- 
vertising agency, of this city, succeed- 
ing Mr. Potter, who resigned to become 
director of distribution of the Mohawk 
Carpet Mills of Amsterdam, N. Y. Mr. 
Barlow, who has been vice-president, 
was formerly an account executive with 
Lord & Thomas, later general sales 
manager of the Selz Shoe Co. and be- 
fore going with Z. L. Potter was con- 
nected with the A. E. Nettleton Co. of 
Syracuse. 








CSTABLISHEO “90 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
z= 
FRANK C. MEYER (CO. 

6 COLT wr wed Le ee 
2e}-27) LEXINCTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


Weyenberg Sales for Six 
Months Show Increase 


MILWAUKEE, Wis. (UTPS) — The 
Weyenberg Shoe Manufacturing (».. 
with plants here, at Portage and at 
Beaver Dam, Wis., resumed their 
schedule on July 10, when approxi- 
mately 1600 to 1700 workers returned 
to the plants. The factories shut down 
temporarily on June 30 as all ein- 
ployees engaged in production are 
given their vacations at that time. 
About 900 went back to work in M'/- 
waukee; 450 in Beaver Dam and ° 
in Portage. 

Officials of Weyenberg’s report: 
that the first six months of 1930 e-- 
ceeded the same period in 1929. 
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The Modern 


No. 19—84.35 
Black Ruby Kid. Grey Snake Trim. 
Spencer Last. 14/8 Leather Heel. In 
stock AAA, AA, A, B and C. 
No. 19-29—84.65 
Same as above on Mode Beige. AAA, 
AA, A, B and ©; Auburn only. 


Black Ruby Kid. Dover Last. 12/8 
Heel. In stock EEE. 


No. 138—83.85 
Black Ruby Kid. Newport Last. 15/8 
Heel. In stock AA, A, B, C and D. 
No. 138-3—83.85 


Spanish Brown Kid. Newport Last. 15/8 
Heel. In stock AA, A, B, C and D. 


Ault-Williamson opened a new 
market by creating the Mod- 
ern Prophylactic shoe—neat- 
ly styled Turns at prices 
everyone can pay. Turn shoes 
that combine their own light- 
ness and flexibility with an 
especially designed arch sup- 
porting feature. 


The developments of two 
years prove that the line is 
staple—merchants can stock 
Modern Prophylactic with the 
certainty of added sales. 


Today Modern Prophylactics 
are leaders in their field. For 
finished styling, fit and value 
the Prophylactic line is out- 
standing in its price range. 
Every number is made on Co- 
ordinated Lasts and Patterns, 
giving sample size, fit and 
appearance in every size and 
width . . . every number with 
the special steel shank con- 
struction. 


Consider these factors in your 
fall buying. Send us an In- 
stock order now for these fine 
staple Turn shoes. Modern 
Prophylactics can give you 
additional gross, a quick turn- 
over and good steady profits. 


IN STOCK 
St. Louis—Auburn 


THE 
MODERN 


actie 


eco uv & "Pat. ofr 


yuthane” oe 


PROPHYLACTIC Shoe 


No. 256—83.85 
Black Ruby Kid. Spencer Last. 14/8 
lleel. In stock AA, A, B, C and D. 
No. 256-3—83.85 
Same as above in Brown Kid. In stock 
AA, A, B, C and D. 


No. 236—83.85 
Black Ruby Kid. Two-strap Center 
Buckle. Black Lizard Trim. 15/8 Lea- 
ther Cuban Heel. In stock AA, A, B 
and C; St. Louis only. 


No, 170—83.75 
Black Ruby Kid. Newport Last 
Heel. In stock A, B, C and D 

No. 170-1—83.75 
Patent Leather. Newport Last. 
Heel. In stock A, B, C and D 


AULT-WILLIAMSON 


SHOE COMPANY 


TURN SHOE SPECIALISTS 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


AUBURN, ME. 


(Factory and In-Stock Dept.) 


ST. LOUIS, MO. 
(In-Stock Dept.) 
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Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass..... 60 
Athletic Shoe Co., Chicago, IIll......... «+. 64 
Ault-Williamson Shoe Co., Auburn, Me.... 77 
Bass, G. H., & Co., Wilton, Me........-- 68 
Biarritz Sandals, New York City........++ 58 
Blog Shoe Co., Inc., New York City...... 64 
Brooks Shoe Mfg. Co., Phila., Pa........ . 64 
Burkley Shoe Co., Brockton, Mass........ 68 
Capezio, New York City..........--ceeee 64 
Central Shoe Co., St. Louis, Mo..........- 63 
Chase, W. S., & Sons, Haverhill, Mass... 62 


= Braided | Sandals Corp., New York os 
Cit 


Mass. 
4th Cover 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 

Di” - casnucasgpakepesenovunamersecanel 
Converse Rubber Co., Malden, Mass....... 50 


Churchill & Alden Co., Brockton, 


Dunn & McCarthy Co., Inc., Auburn, N. Y. 61 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 58 
Emerson Shoe Mfg. Co., Rockland, Mass.. 56 
Evans, L. B., Son Co., Wakefield, Mass... 62 


Giiten, C. &., Co.. Phile., Pa...ccssccses 52 
Golo Slipper Co., New York City......... 52 


Goodrich, B. F., Rubber Co., Akron, O..10-11 
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IN THIS 


Be SuRE You’RE AHEAD........... 


VOGUE OF BROWN AND BLACK SIM- 
PLIFIES OVERSHOE PROBLEM...... 


THE SHIFT TO THE SUBURB........ 


TELL CUSTOMERS ABOUT LEATHER.. 


WHAT’s Your Most PERPLEXING 


ISSUE 


By Arthur D. Anderson, Editor 17 


Rubber Footwear } for 


ME BGicceorsecteseneens Se 


An Opportunity for ets Shoe 


Merchants ee 


SELL THE FALL GOLF ENTHUSIAST Sport Shoes for cum, Too? 
AN TENTEA PAIR... ccsesese ‘ —Why Not? ..... a 
THE VOICE OF THE RECORDER....... Opinions by the Editor........ 24 


Education in Shoe Materials... 26 
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THE TRAVELING SHOE SALESMAN... News of the Road......... ‘cn 
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Kendall Shoe Company, Haverhill, Mass.. 6 
Laird, Schober & Co., Phila, Pa.......... 2 
Lyons & Company, New York City........ 60 
Malott, H. F., Shoe Co., Chicago, Ill...... 64 
Merchants Shoe Co., Boston, Mass...... . 52 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 
Musebeck Shoe Co., Danville, Ill........ 33 


National Specialty Shoe Co., St. Louis, Mo. 7 


Nettleton, A. E., Syracuse, N. Y........ 56 
Norridgewock Shoe Co., Inc., Norridge- 
wock, Me. .cccccscccccccccccccccvccess 66 
Old Colony Shoe Co., Brockton, Mass...... 58 
Packard, M. A., Brockton, Mass......... 56 
Paristyle Footwear Mfg. Co., Inc., Ne 
errr ee 62 
Pedigo-Lake Shoe Co., St. Louis, Mo... .54-55 
Reynolds, Bion F., Brockton, Mass....... 56 


Richards & Brennan Co., Randolph, Mass 56 


Robertson Shoe Co., Minn., Minn...... 65 
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Front Cover-—59 
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American Hide and Leather Co., Boston, 
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Evans, John R., & Co., Camden, N. J..... 8-9 

Foerderer, Robert H., Inc., Phila., Pa.... 4 
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Pfister & Vogel Leather Co., Milwaukee, 
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SHOE STORE EQUIPMENT 
American Seating Co., Chicago, Ill....... 71 
Brannock Device, Syracuse, N. Y......... 0 
Dave’s Display Decorations, New York 


TT 60.0 60:0:5:669056500490060660000 0000000 ) 
Detroit Show Case Co., Detroit, Mich. Lanane 7 


Goodwin, 
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Cc. L., & Co., Ine., Worcester, 


Milbradt Mfg. Co., St. Louis, Mo......... 5 


Rublack, Emil, 
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Next Meek 


you will find 
in the 


Boot and Shoe 
Recorder 


August, merchants make plans for 
the merchandising of school and col- 
lege footwear. A significant change 
has come over the dress of college stu- 
dents. Miss Collegiate steps out of her 
three-inch spike heels, forgets the size 
of her feet and goes “comfort.” Be- 
lieve it or not, the change in heels for 
the college girls has changed types of 
shoes. She wants shoes that optically 
appear small but actually are adequate 
in size. This story will help many mer- 
chants in college towns to picture new 
business opportunities. 


AAA 


PEAKING about sizes, we show a 

cardboard foot form used by Japa- 
nese shoe shops thta is one step fur- 
ther along the fitting stick. The whole 
world contributes to our knowledge of 
merchandising practices and there is 
even an idea to be had out of the Land 
of the Rising Sun that might be made 
adaptable over here. 


AAA 


N this issue, also, the new footwear 

worn to a football game. Few kick 
the pigskin, but many pound the Sta- 
dium. 

The second series in the leather 
study deals with the process of con- 
verting perishable hides and skins into 
imperishable leather by preserving and 
treating them. 
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INvisIBLE MIDDLESOLE is the modern method of 
filling shoes. 

Longer wear... an even tread ...and absolute protec- 
tion against moisture, cold or dampness penetrating to 
the inner sole . . . all in one simple operation. 


“Don’t be old fashioned, Big Boy”. . . make lasting 
friends of your customers by filling your shoes with 
Invisible Middlesole. 


Beckwith Manufacturing Co. . . Statler Building . . Boston, Mass. Jw =. 
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